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symbolize  Pro-Tect-U  jalousie^'  sirT|plicity  of  assembly... just 

lot  make  Pro-Tect-U  the 


one  of  the  outstanding  featijres  tj|i( 

;  I 

leader  in  its  field.  This  simplidty  cdn  reduce  your  salesmen  s 
equipment  from  a  slide  rulq  to  ^n  order  book ...  resulting 

F  / 

in  more  sales  to  more  satisf^d  Customers. 


A  timpU  tawing  oparotien 
in  minuMt  molint  tpaciol  cutlom 
windows  on  tho  job  oliminoting 
unnocottary  doloy. 


On*  hundrod  KD  windows, 
tit*  7A  (37"«  50H")  con  bo 
stored  in  loss  than  (iffy  cu. 
foot  of  sholf  spoco. 


PRO-Tfef-U  The  only  Jalousie  Window  with 
eqpa^Y  distributed  closing  force  throughout 
tlj^entire  height  of  the  unit. 


Pl^-TECT-U  The  only  Jalousie  Window  with 
/l  hardware  adjustment  every  fourth  louver. ..and 
/  weatherproof  vane  ends  by  the  use  of  inter- 
/  locking  metcl  parts.  Inside  screens  are  inter¬ 
changeable  with  winter  storm  sash. 


PRO-TECT-U  JALOUSIE  CORPORATION 

Dept.  BS-12  Coral  Gables,  Flo. 

Please  send  me  complete  details  on  a  Pro-Tect-U 
dealership. 


Name 


Address 


ItlMI.DINi;  Sl’Kt  I.M.TIK.S  ft  IIUMK  I M  I’KOVKM  KNT  IIK.M.KK.  V..1.  5.  No.  0,  l)rcrml>rr.  I«5f  I'uWi,hni  monthly  l.y  Hoffman  i'ulilications.  Inc  .  t.'.'i 
Kourth  Ave.,  New  York  lb,  N.  S’.  Suhticriptum  price.  l>i>incstic  per  year,  .15  crntu  |>er  ctipy;  I'anada  ami  K«»renfn.  $4.00  |»er  year.  Reentered  as  ’seomti 

cU^«t  matter  Novemlier  at  the  IN*'.!  Office  at  Nt-rk.  N  \  lu  tier  the  .\ct  «»f  Nian'h  .1.  1H7^. 


QuoGife} 

i|0U/  can 

1  E  A  R  ! 


From  the  sound  of  a  STORM  MASTER  “GOLD  SEAL" 
DOOR  you  con  tell  it's  a  strong,  rigid,  solid  unit 
that  is  quality-built  to  last  for  decades. 

Don't  place  another  order  until  you've  checked 
STORM  MASTER  “GOLD  SEAL".  Remember,  fast 
delivery  comes  from  the  FACTORY  nearest  you. 


STORM  MASTER 


ALL  ALUMINUM  COMBINATION 

STORM  &  SCREEN  DOOR 


e  Heovyweifl 


oa  COAt  SEE... 


e  Heavyweight  extrusions 
e  Oussel-cemer  rigidity,  mitred 
e  Center  “pushbor''  mullion 
e  Fully  interlocking  wMrtherseol 
e  Gleaming  stainless  steel  hardware 
e  Two  glass  sealed  inserts 
e  Two  oil-aluminum  wire  inserts 
e  Fully  interchangeable  inserts 
e  "SECURE  LOCK"  tamperproof  inserts 
e  Inside  bottom  expander  section 
e  Aircraft-design  streamlined 


It  you're  noi  reoity  told  on  the  line  you  ore 

?now  handling  or  ore  inlereited  in  doing 
better,  get  full  details  an  how  you  can  fit 
^  into  the  fatt-growing  STORM  MASTER 
picture  today. 

STORM  MASTER  CORP.  of  Baltimore 

1800  South  Hanover  Street 
Baltimore,  Maryland 
SARATOGA  2881-2882 


t  STORM  MASTER  CORF,  el  laltimare 
I  1800  So.  Hanover  Si.,  Baltimore,  Md. 


I  went  to  bo  In  Iho  STORM  M ASTIR  pictvro. 
Send  full  deteiU  fe: 


We  ore  (Oeoler*,  OIttribwteM.  etc.  I 
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The  ^Cadillac"  of  the  Business 


aramnunt 


NOW  PRICED  TO 
OUT-SELL  THEM  ALL! 


r/ie  Only  Window  Line  with  ^  these  FAST  SELLING  SUPERIOR  FEATURES! 


proiturt  of 
Aluminum 
^killrraft 


NEW  IMPROVED 


aTRIPU'TRACK 

I  ALL-ALUMINUM 

STORM  &  SCREEN 

WINDOW  COMBINATION 

I  with  Built  in  Weatherstrip 

•  TRIPLE  TRACK 

_  Not  CHANNEL 

•  EASY  INSTALLATION 

—  Service  fftll 

•  TWIN  VENTILATION 

'  •  CHANGEOVER  NEVER 

\  NECESSARY! 

- /  \  —  Make  Self-Storing 

A- - ^  I  T  1^'  1  Obsolete 

o...  vivv,  Of  I  •  POSITIVE  100%  WEATHER 

THwu  MAC*  fiArueis  Y' Mp  X  /  STRIPPING 
1  TOP  GLASS  ' 

i  SCREEN  •  HEAVY  EXTRUSIONS 

3.  BOTTOM  GLASS* 

WtAJHiR-SlRIPPINQ  jHMnHMM 

America's  Finest  Fastest-sell-  i 

ing  ALL-ALUMINUM  Combi-  ' 

nation  STORM  and  SCREEN  | 

DOOR  M--- .  I 

•  Fully  extruded.  J 

•  Single  life  doon,  two  lite  J 

doori,  self-storing  doors 

•  Aluminum  Wire  screen.  ^ 

•  Exponder  on  sill — for 

toleronces  .  - 1 

•  Reenforced  corners  for 

life-time  rigidity.  i 

•  Complete  with  oluminum 
ensemble  ond  stainless 
steel  hordwore 

•  BOTH  are  3  WAYS  BEHER!!! 

I  QUICKLR  AND  [ASIER  TO  INSTALL  2  SERVICE  PROOF 
1  KEEPS  PROFITS  INTACT  FOR  YOU  DUE  TO  REDUCE  CALL-BACKS 

ADVmriSING  MATtRIAL  AVAILABLE;  Cuts,  Mats.  Literature! 


%  Introducing 
the  New  Sensational 
BUSINESS  BUUBER 

paramount 

ALL-ALUMINUM 

UMPT  JTW  WIlOW 


With  the  EXCLUSIVE  FULL  LENGTH 

PIANO  HINGE  feature 


Some  other  Outsfonding 

1  Full  Length  PIANO  HINGE  5 

Permits  cosier  cleaning  from 
the  outside 

7  EXTRA  HEAVY  EXTRUSIONS 

(^63  ST  5  Alloy  Extrusions). 

3  SPECIALLY  DESIGNED  SPONGE 

RUBBER  ^ 

To  offcct  o  perfect  seal  be¬ 
tween  Cosement  window  and 
storm  window.  Eliminotes  _ 

Window  Condensation.  ' 

4  FULLY  EXTRUDED  Weather  * 

Stripping  instolled  on  each  ^ 

Window  Vent  opening  for 
positive  seal.  10 


Selling  Feotures 

Spccioily  designed  rubber  ex¬ 
trusion  to  seoi  ond  secure 
gloss  in  plote,  for  permonen- 
cy.  And  permitting  simple  re- 
ploccmcnfs  of  broken  gloss  by 
home  owners. 

Designed  for  Single,  Double 
thick  ond  Demipiote  for  Pic¬ 
ture  Windows. 

Controlled  venhtotion. 

Droft  Free. 

Reenforced  for  permonent 
rigidity. 

Priced  Right 


$  aramount 
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The  attractive,  low-coit,  bungalow  type  home 
on  the  December  cover  ii  located  in  New  Or- 
leant.  La.  Initead  oi  the  uiual  type  oi  prime 
windows.  Inexpensive 
glass  jalousies  have 
been  installed  in  all  the 
window  frames.  This 
type  oi  jalousie  consists 
oi  2  metal  uprights 
which  ore  lastened  to 
the  sides  of  the  window 
frames.  Pivoted  pockets 
for  the  glass  louvers 
are  attached  to  the  up¬ 
rights  as  are  the  oper¬ 
ator  and  lock.  A  simple 
wood  moulding  at  the 
top  and  bottom  com¬ 
pletes  the  installation.  Glass  is  obtained  loc¬ 
ally  or  from  the  distributor,  falousies  shewn 
are  made  by  the  Sun  Sash  Co..  38  Park  Row. 
New  York  38,  N.  Y. 
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Only  Season -ail  Casement  Storm  Sash  offers 
patented  BUILT-IN  VINYL  WEATHERSTRIPPING 


The  only  proved  combination  of  material 
and  design  for  completely  weatherproofing 
and  insulating  casement  windows! 


QUICK  FACTS  ON  SEASON-ALl 
CASEMENT  STORM  SASHI 

Permanent  outtid*  installation  • 
Procition  mod*  of  highast  quality 
matoriols  •  Open  and  clot*  auto* 
nMrtieally  with  tha  prim*  windows 
•  Novar  nood  ba  romovod — not  avan 
for  clooning  •  Provido  tho  ultimato 
in  oil'waathor  window  protoction  • 
Provod  poiformanco  •  Unoquallod 
in  officioncy  and  oconomy. 

BUILT-IN  VINYL  WEATHERSTRIP- 
PINO  CAN’T  ROT,  CRACK,  HARDEN 
OR  DETERIORATE  IN  ANY  WAY 
—WILL  LAST  THE  LIFE  OF  THE 
STORM  WINDOW. 

.  NoMonaRy  AdvonlMd 


As  an  integral  and  permanent  part  of  the  Season-all 
'X'indow,  the  V'inyl  vveatherstripping  section  can't 
pull,  tear  or  work  loose.  Its  feather-edge  design  prti- 
vides  the  flexibility  needed  ti)  prevent  cutting  of  the 
weatherstripping  under  pressure — a  common  failure 
with  ordinary  types.  This  weatherstripping  seals  </// 
four  sides  of  the  opening  section  t>f  the  prime  w  indow 
and  fits  securely  to  the  casement  frame,  thus  assuring 
maximum  window  prtitectitin  and  insulation. 
Remember — no  other  make  prtwides  the  extra  prt>- 
tection,  extra  comfort  and  extra  economy  of  built-in 
V^inyl  weatherstripping. 


PERMANENTLY 


INSTALLED  |  | 

5eason-all 


ALUMINUM 


Storm  Windows 


Monufocturod  by 


Aluminum  Fabricating  Co.  of  Pittsburgh 
Notionolly  distributed  by 
Season-ail  Sales  Corporation 


7037  Apple  A« 


0,  Pifttburgh  6,  Ponno. 


INQUIRIES  INVITED  FROM  SOUND,  A  G  C  R  E  S  S  I  V  E ,  W  E  L  I  -  R  A  T  E  D 
ORGANIZATIONS  WITH  A  PROVEN  RECORD  OF  ACCOMPLISHMENT! 


DEC.  1952,  BUILDING  SPECIALTIES  & 


First  mams  im  Jatommiss  •  •  •  tamoms  tks  mparid  er«r 


EXPERIENCE  IN  DESIGN  PLUS  ASSEMBLY-LINE  MASS  PRODUCTION 
PAY  BIG  DIVIDENDS  IN  CUSTOM  QUALITY  AT  UNBEATABLY  LOW  PRICES! 


Now  go  after  the  BIG  MARKET!  MODERNVIE^ 


Features  positive 


oction  without 


rotor  mechanism; 


MODERNVIEW,  INC. 

95  Madison  Avenue,  New  York  16  ORegon  9-0540 


shows  you  the  way  with  COOPER  Louvre 
WINDOWS. 

COOPER  I..ouvre  WINDOWS  always  LEAD  — so 
you  can  be  sure  of  Iteing  the  first  with  the  NEWEST 
innovations. 

Sell  a  waiting  market  the  best  anil  most  effieirnt 
unit  at  the  lowest  prices  in  the  field.  That’s  how 
competition  can  never  touch  you ...  or  reach  the 
BIG  MARKET  you  can! 

If  you’re  anxious  to  get  your  share  of  the  fastest 
growing  market  in  building  specialties  history, 
write,  wire  or  ’phone  today. 

YEAR  ^ROtJXD  SALES  PROVED! 
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Z.ro-I00%  v.nlilation 


rrowl.r  proof 


V.ntilof.d  privocy 


W*  or.  Q  0.al.rs  Q  Disfribulort  Q  Olh.r 


got.s,  outo-lock, 
bronze  bearings, 
rivetless  construction 
and  costly  zinc 
annealed  finish. 


W.  ore 
inleresled. 
Please  send 
details  to: 


NAME _ _ 

ADDRESS- 

CITY 


ZONE _ STATE 


NO  TRICKS 


NO  TRACKS 


YOU  CAN  BE  SURE  WITH 

DE  LUXE 


i> 


ALUMINUM  COMBINATION  WINDOWS 

"MIRACLE  GLIDE 

Only  Weather-Wise  with  patented  "Miracle  Glide"  gives 
you  triple  action  features  and  double  action  simplicity  of 
operation.  With  "Miracle  Glide"  ventilation  may  be  had 
from  either  top  or  bottom;  all  inserts  are  removable  from 
the  bottom.  You  don't  have  to  go  up  and  down  past  tracks 
.  .  .  bottom  inserts  may  be  removed  without  removing  top 
insert  or  insert  that  is  in  self-storing  position.  NO  TRICKS— 
NO  TRACKS!  POSITIVE  FOOLPROOF  OPERATIONI 


Th«  rigid  construction  and  simplicity  of  oporotion  of  Woathor- 
Wiso  windows  oliminotos  costly  sorvico.  flush  typo  installation 
for  oithor  Eostorn  or  Wostorn  oponings.  No  othor  combination 
odopts  itsolf  so  oosily  on  stool  or  aluminum  doublo  hung  primory 


windows,  for  oxompto  a  24"  x  24"  will  fit  ony  framo  oponing 
botwoon  27^"  to  20^/4*'  in  width  and  54^'*  to  53"  in 
height.  Extra  features  include  expansions  for  additionol  1"  ond 
2"  drop  sills. 


A  7t/eaaUr-7&ae  ALUMINUM  WINDOW  FOR  EVERY 
PURSE  AND  PURPOSE  •  PROFIT  BY  SELLING  “ALL  3” 


PERAAA.SEAL 

AlnniiRHHi  Combination  Window 

The  World's  lowest  priced^  extruded 
oluminum,  cermbination  window.  Priced 
so  low  thot  you  con  sell  10  Permo-Seal 
windows,  ony  site,  to  the  Home  Owner 
for  only  $169  and  still  moke  your  nor 
mol  profit. 


ALUMINUM  CASEMENT 
STORM  SASH 

Heevy.  ell  eitruded,  enodiied,  setln-finish 
eluminum  frame  that  it  permartently  attached 
with  sturdy  pin-type  hinge.  Each  unit  equipped 
with  Ouo  Locli-^n  eiclusive  feature  that  makes 
it  absolutely  foolproof. 


WIRE — WRITE — PHONE  Youngtfown,  Ohio,  9-9765  for  Additional  Information. 


Daa/orsAipi  ayai7a6/a  m  aoma  tarr/torias 


manufacturers  of  aluminum  products 
3655  Oakwood  Avenue  Youngstown  9,  Ohio 
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Looking  lor  Additional  Products 


Fill  in — Tear  off — and  Mail 

December,  1952 

BUILDING  SPECIALTIES 
425  Fourth  Avenue 
New  York  16,  N.  Y. 

Send  me  facts  on  the  items  checked 

□  1.  Aluminum  Combination  Doors 

□  2.  Aluminum  Combination  Windows 

□  3.  Alum.  Outsido  Cosomont  Storm  Sash 

□  4.  Aluminum  Awnings  and  Canopies 

□  S.  Room  Air  Conditionors 

□  6.  Wood  Combination  Windows,  Doers 

□  8.  Aluminum  Cosomont  Storm  Sash 

□  9.  Shower  Doors  A  Tub  Enclosures 

□  11.  Aluminum  Basement  Storm  Sosh 

□  12.  Aluminum,  Steel  Casement  Screens 

□  13.  Plostic  or  Metal  Wall  Tile 

□  14.  Redwood  Millwork  or  Lumber 

□  18.  Kitchen  Fans 

□  20.  Aluminum  Door  Grilles 

□  22.  Caulking  A  dating  Compounds 

□  23.  Plastic  Weotherstripping  tor  Metal 

Casements 

□  24.  Storm  Window  A  Door  Hardware 

□  25.  Ornamental  Iron 

□  26.  Sprayed  Sidewall  Resurtacers 

□  27.  Metal  Mouldings,  Weatherstripping 

□  29.  Glass  Jalousies 

□  30.  Articial  Stone  or  Brick  Siding 

□  31.  Plastic  Splines  and  Glaiing  Channels 

□  32.  Home  Fire  Alarms 

□  33.  Aluminum  Ladders 

□  3S.  Aluminum  Polish 

□  36.  Venetian  Blinds 

□  37.  Silicone  Masonry  Woterprooters 

□  38.  House  Markers,  Post  Lontorns 

□  39.  Pro-tab  Garages 

□  40.  Plastic  Fiberglas  Panels 
n  42.  Louvered  Storm  Sash 

□  43.  Stool  Basement,  Cosement  A  Picture 

Windows 


Other  Items . 

Send  me  Building  Specialties,  12  months. 

$3.00  □ 


Name 
Firm  . , 


Inteiested  In 
Moie  Sales 


Need  A  Companion 
Item  To  Round  Out 
Your  Present  Line 


Check  the  boxes  opposite  products  or 
services  about  which  you  want  information. 
Fill  out  the  coupon.  You  will  receive  FREE 
the  latest  BOOKLETS,  catalogues,  informa¬ 
tion  and  details  from  the  manufacturers. 
Do  it  NOW  while  you  are  going  over  the 
list,  and  send  to  Building  Specialties,  425 
Fourth  Avenue,  New  York  16,  N.  Y. 


Afldress, 


A  DEAL  YOU  CAN’T  NUSS! 

ALL  CUSTOMERS  SATISFIED 
NO  INSTALLATION  NECESSARY 

BARKHART 

Aluminum  Storm  Panels  For 
All  Mokes  of  Steel  Casements 
SEND  FOR  SAMPLES  AND  PRICE  LISTS 

ScrMii  or  Storm 

Typoi  Soth  Siiot 

12  . I6H  « iiVt 

13  . UV(aJ6 

14  . «  4S</4 


FIVE 


REASONS  WHY 


STEEL  CASEMENT 


1.  A  tremondous  100%  to  200%  profit  on  a 

25-year  proven  quality  product  approved 
by  EVERY  casement  manufacturer. 

2.  No  labor  installation  problems,  no  costly  call¬ 

backs.  Headaches  are  eliminated. 

3.  Only  3  standard  sixes,  fit  any  roto  casement 

without  preparation.  Interchangeable 
with  standard  screens. 

4.  Glaxed  in  SECONDS  by  anyone.  It's  the  easiest 

panel  in  the  world  to  glaze. 

5.  Saves  80%  to  90%  of  heat  otherwise  lost  at 

only  52%  of  cost. 

Completely  Glased  3  High  Fixed  Aluminum  Storm 
Panel  Mode  and  Glased  by  You  For  Only  $3.7S  . .  . 
Mode  and  Glased  8y  Us,  $4-3S.  Immediate  Delivery. 

(The  Above  Uting  Our  Standard  Matter  Frame) 

Economy  Type  13  Panel,  Glazed  —  $3.98 


MAIN  OFFICE  and  FACTORY  * 

140  HIGHLAND  STREET  POrt  Chester 
PORT  CHESTER,  N.  Y.  * 


ROLLING  WITH 


•  For  exceptional 
weather-ti/iht  seal- 
ind  and  easy  work- 
infS  features  there 
is  no  substitute  for 
ROLAGLASS. 


EVERYONE  IS  SELLING  ROLAGLASS  WINDOWS 

FOR  BIGGER  PROFITS! 

Alert  dealers  who  aim  at  extra  sales  profits  .  .  . 
sell  ROLAGLASS  inside  storm  windows!  The 
famous  ROLAGLASS  features,  such  as  simplicity 
of  operation — easy  installation — smooth  gliding  on 
rollers — control  of  room  condensation — keeping 
cold  air  out  and  warm  air  in — all  contribute  to  com¬ 
fort  in  winter  and  summer.  Remember,  ROLA¬ 
GLASS  windows  can  actually  be  washed  from  the 
inside. 

The  name  ROLAGLASS  is  your  customer’s  guaran¬ 
tee  of  satisfaction.  Priced  to  sell  easily — at  higher 
profits  for  you.  Write,  wire  or  phone 


J\OM.J\aL/VSS  FQL  IPMFM 

“  "  "cd\//i\\) ,  /\c. 

8931  CARNEGIE  AVE  •  CLEVELAND  6.  OHIO 
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Modern  Styleline  Awnings  or  Can 
opies  are  not  only  easy  to  sell, 
they're  easy  to  install'  Little  or  no 
training  is  needed  and  tactnry  en 
gineering  assistance  is  available' 


AWNING-CANOPIES 


TiWNINGS 

CANOPIES 


OFFER  SO  MUCH  FOR  SO  LITTLE 


LIFETIME  CONSTRUCTION 
.  .  .  heavy-gauge  aluminum  strips  are 
electrically-welded  to  form  one  unit 
of  immense  strength. 


MAKE  SALES  IN  HALF  THE  TIME 


FOR  STYLELINE  SELLS  ON  SIGHT! 


If  you're  looking  for  a  big  profit  line  of  quality-built  awnings 
and  canopies,  Styleline  is  your  answer. 

These  attractive,  sturdy,  all-aluminum  awnings  sell  them¬ 
selves.  Sell  one  installation  and  it  will  sell  the  rest.  Prospects  go 
for  the  lifetime  construction  and  modern  colors  that  are  features 
of  Styleline  Awnings  and  Canopies. 

Some  excellent  territories  are  still  available  to  aggressive, 
profit-minded  dealers  interested  in  a  fast-moving,  easy-to-sell 
product.  If  you  qualify,  don't  hesitate,  write  today  for  complete 
details.  There's  no  obligation. 


ATTRACTIVE  DESIGN  .  .  . 
fits  the  styling  of  any  type  of  house 
.  .  .  gently  sloped  to  shed  snow  or 
ram. 


PERMANENT  FINISH 
quality  enamel,  in  the  widest  variety 
of  decorator's  colors,  is  balced-on  lor 
a  fimsh  that  lasts. 


For  Full  Information  On  Available  Sales  Areas  IVrife 


SERVE  A  PURPOSE  .  .  . 
deflect  sunlight  without  darkening 
rooms.  Actually  lower  inside  tem¬ 
peratures  in  the  summer  .  .  .  raise 
them  in  the  winter.  Do  not  restrict 
circulation  .  .  .  and  a  host  of  other 
features  that  sell  Styleline  on  sight 
.  .  .  assure  top  profits  for  dealers* 


HOME  IMPROVEMENT  DEALER 
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NOW. 


•  99  Ot  (4Uilf€4€  €04€ 


i9€€V>t€el  twiK«C0€»f 

Now,  you  can  make  more  money  handling 
the  lowest  cost  louvred  window  than  ever  before. 
Sun-Sash  is  one  of  the  fastest  selling 
items  you  can  iiuentory.  Compare  Siin-Sash 
with  any  other  window  of  its  type!  See  the 
amazing  value,  countless  features,  and  low  cost 
of  this  durable  window.  Establish  your  own 
porch  enclosure  business  and  earn 
large  profits.  Your  investiment  is  low  — 
profits  high. 


f  to  help  you  promote  sales 
Sun-Sash  offers  yon  free  advertising  and 
promotional  material  backed  by  a  powerful 
national  consumer  advertising  program. 
Sun-Sash  is  sold  in  every  state  and  Canada 
only  through  authorized  dealers  and  at 
nationally  advertised  prices. 


SUN-SASH  COMPANY 


Check  these  important  facts! 

Y  st'N-SASii  is  the  largrsl  selling  louvred  window  with 
over  5,000, UOO  installations. 

SI  IN -SASH  costs  less  than  ordinary  windows  —  the 
lowest  cost  louvred  window  on  the  market. 

.scN-SA.sii  fils  any  site  opening  —  simple,  easy 
installation. 

st  iN-SASH  is  rugged  —  time  tested  to  eiisure  long 
lasting  durability. 

Y  sliiN-sAsii  mullioned  directly  together  can  Ih‘  installed 
vertically  or  horizontally. 

Y  .SI  N. SASH  is  packed  with  features — automatic  locking 
pressure  sealing  —  spring  clips  —  oversize  bronze 
in-arings  —  floating  action  —  fingertip  control  — 
perfectly  balanced. 


38  PARK  ROW 


NEW  YORK  38.  N.  Y 


_  WRITE  FOR  FULL  OETRILS  AND  PRICES.  NOW! 

SUN-SASH  COMPANY  _  . 

3t  Park  Row  '* 

Naw  York  38,  N.  Y. 

Please  send  me  free  literature  on  Sun-Sash  windows. 

Name .  . 

Address  . . .  . 

City  .  State  .  J 
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NERSICA  Convention  To  Be  Held 
In  New  York  February  16-18 


The  1953  convention  of  the  Na¬ 
tional  Established  Roofing,  Sid¬ 
ing  and  Insulating  Contractors 
Association  will  be  held  on  Monday 
through  Wednesday,  February  16, 
17,  and  18,  at  the  Hotel  Statler, 
New  York.  According  to  C.  N. 
Nichols,  managing  director  of 
NERSICA,  there  is  a  tremendous 
demand  for  space  by  exhibitors. 

The  90  booths  laid  out  originally 
were  snapped  up  by  the  middle  of 
October  and  an  additional  20 
booths  have  been  provided.  By  Jan¬ 
uary  Lst  it  is  expected  that  there 
will  be  no  space  left.  This  response 
from  exhibitors  is  an  excellent  in¬ 
dication  that  the  next  convention 
may  well  reach  an  all  time  high 
both  for  variety  of  products  ex¬ 
hibited  and  attendance  by  dealers 
and  contractors. 


The  outstanding  feature  of  the 
convention  will  be  the  forum  on 
SALES  which  will  continue  during 
the  three  days  of  the  convention. 
The  subject  of  .sales  will  be  taken 
up  in  all  its  aspect.s — hiring,  train¬ 
ing  and  paying  of  .salesmen,  pric¬ 
ing,  ethics  of  selling,  financing,  and 
those  important  features  that  keep 
a  job  .sold — installation  and  api)Ii- 
cation,  and  service. 

Above  all,  this  will  be  a  dealer- 
contractor  convention.  The  proven 


medium  of  open  forums  will  be 
used  to  the  fullest  extent  with  op¬ 
portunity  for  questions  from  the 
tloor  on  all  the  i)roblems  dealers 
want  to  have  information  about. 
The  leaders  of  the  forum  and  the 
panel  members  successful  dealer- 
contractors  with  years  of  experi¬ 
ence  and  an  intimate  knowledge  of 
dealer  problems. 

Leading  the  Sales  Forum  is  a 
“dealer’s”  dealer,  the  Chairman  of 
NElRSICA’s  Sales  Training  Com¬ 
mittee,  Direc-tor  ().  G.  Norton.  Head 
of  his  own  storm  window  company 
at  St.  Albans,  N.  Y.,  Norton  has 
been  a  trainer  of  salesmen  in  the 
specialty  field  for  30  years.  Under 
his  leadership,  the  Sales  Forum  will 
open  the  Convention  on  Monday 
afternoon  and  be  continued  on 
W’ednesday  to  cover  the  subject 
completely. 


More  Aluminum  Seen  Available 
By  Second  Quarter  of  Next  Year 


n'^HE  aluminum  situation  has  not 
improved  as  much  as  had  been 
hoped  during  the  past  few  months. 
The  first  quarter  allotments  have 
been  set  at  55  per  cent,  a  low  figure 
considering  all  the  predictions  of 
more  aluminum  during  the  latter 
part  of  the  year.  Apparently  the 
NPA’s  planning  was  badly  upset  by 
the  serious  power  shortages  caused 
by  droughts  in  the  Northwest  and 
Tennessee  Valley  area.  Pre.sent  out¬ 
look  is  for  a  general  increase  after 
the  first  quarter  with  the  real  pos¬ 
sibility  of  an  end  of  shortage  by 
July  1953. 

The  power  shortage  is  not  the 
only  reason  for  the  tight  metal 
supply  situation.  Under  the  present 
NPA  rules  anyone  can  self  certify 
him.self  for  20,()()()  pounds  of  alu¬ 
minum.  The  result  is  that  hundreds 
of  these  2(),000-lb.  orders  have 
poured  into  the  mills  of  the  prime 
producers.  Many  long  established 


fabricators  have  been  unable  to 
get  sutficient  metal  while  numerous 
small  new  manufacturers  have  .set 
themselves  up  in  business  and  are 
obtaining  20,000-11).  orders  under 
several  dummy  corporations. 

It  is  practically  impossible  for 
the  NPA  to  police  the.se  small  or¬ 
ders  and  the  already  reduced  sup¬ 
ply  of  aluminum  is  thus  further 
divided.  The  aluminum  fabricators 
are  waging  a  strong  fight  to  abol¬ 
ish  the  self  certifying  regulation 
and  there  is  a  [w.ssibility  that  this 
may  be  done  by  the  DPA  and  NPA 
during  the  first  quarter.  This  would 
immediately  result  in  more  alumi¬ 
num  for  the  larger  and  longer 
established  manufacturers. 

Meanwhile  aluminum  indu.stry 
repre.sentatives  have  urged  the 
government  to  withdraw  additional 
aluminum  from  the  defen.se  stock¬ 
pile  to  make  up  for  a  production 
{('(wtinvcd  on  Page  65) 


Sales  Forum 

While  the  member  of  the  vari¬ 
ous  panels  on  Sales  Forum  features 
will  be  predominantly  dealers  and 
contractors,  a  considerable  number 
of  experts  from  the  ranks  of  fi¬ 
nance,  manufacturing,  and  the  Fed¬ 
eral  Government  will  be  included. 
The  Sales  Forum  will  thus  cover 
practically  every  aspect  of  .selling 
that  any  dealer  has  to  cope  with. 

Because  the  future  of  business 
is  .so  clo.sely  tied  in  with  the  tre¬ 
mendous  national  and  world  prob¬ 
lems  of  both  economic  and  military 
nature,  avery  dealer  will  want  to 
have  some  idea  of  what  busi¬ 
ness  conditions  will  be  like  in  the 
near  future.  To  .satisfy  this  need 
NERSICA  will  have  at  this  conven¬ 
tion  one  of  the  top  flight  business 
forecasters  (his  name  will  he  re- 

{ContinnuJ  on  Page  68) 
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The  Sensation  of  The  West 

ALUMINUM 

COMBINATION  DOORS 


Now  Only 


Aluminum  Combination 
Doors  by  "Parmco" 


•28 


50 


K.  D.  With  All  Hardware- 


Freight  Prepaid! 


No  Charge  for  Assembly  Tools  with  order  of  150  doors— or 
refund  will  be  made  after  purchase  of  150  doors. 

ALUMINUM 

SCREEN  DOORS 


$ 


25 


95  K 


.  D.  With  All 
Hardware 


9-^  For  More  Information  Call,  Write  or  Wire 


PARMCO,  Inc. 


214  W.  Main  St. 


Phone  63-1190 


Ontario,  Calif. 
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THE  STAINLESS  STEEL 


STAINLESS  STEEL  “HINGED-TYPE 
OUTSIDE  INSTALLATION^^ 
FOR  ANY  TYPE 
CASEMENT  WINDOW! 


We  dare  anyone  to  match  this  deal ! 

It's  a  permanently-installed  casement  storm 
window  that  opens  and  closes  with  the  house  window 
and  is  hinged  for  easy  cleaning.  And  you  can  produce 
this  window,  complete  including  material  and  labor,  for 
only  $3.00  for  a  1  x  3  insert.  Shipped  knocked-down, 
easily  fabricated  in  your  own  shop. 


•  Made  of  Lifetime  Stainless  Steel ! 

•  Beautiful  Appearance ! 

•  Hinged  for  Quick  and  Easy  Cleaning  I 

•  Perfect  Insulation ! 

•  Screens  Available,  if  Desired  I 

•  Factory  Guaranteed ! 


k  Monufacturers  of  famous  Alum-A-litt,  Alu-Mah-Lifo 
ond  Alum-A-Ltadtr  Combination  Windows  and 
Kangaroo  Solf- Storing  Combination  Doors. 


HOME  IMPROVEMENT  DEALER 
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Priced 

Amazingly  Low 
For  Volume 


VISIT 

NERSICA 

BOOTH 

66-67 
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j 

I  *  1  '(  *  I  *  ‘ 

pi 


Sign  of 

Dependability. . . 


(A>mhination  Storm  Windows, 
r)o<)rs  and  Porch  Enclosures 


WARNER  MFG. 


CORP. 


855  Communipaw  Avenue,  Jersey  City  4,  N.  J. 


Member  of  the  National  Combination  Storm  Window  and  l>oor  Institute 
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EV£RnH/^6  fOP 

s'P/^/^y  pp/A/rm' 


More  and  more  Americans  are 
be^rinnin^  to  realize  (hat  their 
dreams  of  huyin};  a  brand  new 
home  are  unlikely  to  materialize. 
The  reason  is  that  it  is  simply  im¬ 
possible  to  build  enough  private 
residences  to  satisfy  all  the  people 
who  lon>f  for  new  homes.  Moreover, 
(he  price  of  a  );<M>d  sized  new  hou.se 
is  now  beyond  the  means  of  the 
average  home-seeker.  There  has 
thus  been  a  steady  trend  on  the 
part  of  the  public  toward  the  pur¬ 
chasing  of  older  homes  and  the  re¬ 
pair  and  modernization  of  the  ex¬ 
isting  hou.sing — a  trend  which  is 
very  fortunate  for  the  building  spe¬ 
cialty  dealer  .since  it  assures  him  of 
plenty  of  husine.s.s  for  years  to 
come. 


Exterior  sidewall  coatings  go  on  faster 
with  a  Sinks  unit  because  the  powerful 
pump  delivers  the  material  to  the  spray 
gun  faster  and  for  greater  distances.  No 
frequent  stops  to  move  up  the  pump. 

Records  show  that  a  three-man  crew 
covers  up  to  6000  sq.  ft.  per  day,  includ¬ 
ing  masking  and  rigging,  with  the  ma¬ 
terial  being  pumped  as  high  as  20 
stories.  (Names  of  jobs  where  figures 
obtained  ore  available  on  request.) 

These  materials  go  on  smoother,  too. 

The  powerful  pump  has  a  double-acting 
piston  that  delivers  material  on  both  up 
and  down  strokes.  A  remarkable  Binks 
Surge  Control  eliminates  any  initial 
surge.  This  unique  device,  found  only 
on  Binks  pumps,  gets  rid  of  the  annoy¬ 
ing  spurt  caused  by  excessive  pressure 
build-up  in  the  pump  and  hose.  Result: 

No  more  of  those  "globs"  that  waste 
material  and  cause  uneven  application. 

Binks  Manufacturing  Company, 

3114-30  Carroll  Ave.,  West, 

Chicago  12,  Illinois. 

Learn  hour  to  cut  your  coatinjy  coMt»!  Mail  coupon  today! 


About  half  of  the  homeowners  in 
the  United  State.s — .some  24,000,- 
000 — live  in  dwellings  more  than 
:t0  years  old. 

This  is  revealed  in  a  survey  of 
the  nation’s  hou.sing  just  completed 
by  the  Minneapoli.s-Honeywell  Reg¬ 
ulator  Co.,  which  found  also  that 
only  15  per  cent  of  our  owned 
hou.ses  are  less  than  10  years  old. 

In  addition,  according  to  the 
analysis  by  this  nationally  known 
manufacturing  firm,  the  best  cur¬ 
rent  buy  per  square  foot  of  living 
space  is  an  old  home,  which  is 
usually  larger  than  tho.se  being 
built  today. 


One  of  Binki  many  units  for  applying 
exterior  sidewoll  coatings.  Pump  can 
otso  be  mounted  on  55-galion  drum. 


Free. . .  Manual  700  and  Bulletin  750 . . . 

tell  how  Binks  Pumps  save  hours  applying  smooth  or 
texture-type  exterior  finishes ...  and  other  heavy  materials 

Bink$  Manufacturing  Co. 

3114^0  Corroll  Ave.,  West,  Chicago  12,  HI. 


Sales  of  older  homes  topped  those 
of  new  homes  by  more  than  ,50  per 
cent  in  the  past  five  years,  the  sur¬ 
vey  points  out,  and  adds  that  (his 
spring  demand  for  middle-aged 
homes  indicates  a  rate  surpa.ssing 
(ConfittiK’d  on  Page  ,*12) 


f  -  -1  Rush  me  a  copy  of  Manual  700  ond  of 
Bulletin  750-  I  understond  that  there  is  ob- 
solutely  no  obligation. 


REPRESCNTATIVES  in  principal  u  s  a  CANADIAN  CITIES  •  SEE  YOUR  CLASSIFIED  PHONE  DIRECTORY 
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1953  (8th)  Edition  of 
ROOFING  SIDING 
S  BUILDING 
SPECIALTIES 
MANUAL- 
OUT  SOON 

Don't  Miss  These  Important 
Articles  in  the  1953  Edition: 

*  COMPLETE  SECTIONS  ON  BUILT  UP  ROOFING. 
SIOING.  STEEP  ROOFING.  METAL  ROOFING. 
WATERPROOFING.  ETC..  INCLUOING  THE 
LATEST  APPLICATION  TECHNIQUES. 

*  ARTICLES  ON  SUCH  OlVERSE  AND  IMPOR 
TANT  TOPICS  AS  MANAGEMENT,  RECORD 
KEEPING.  NEW  TOOLS  AND  PRODUCTS. 

W  COMPLETE  DISCUSSION  OF  SUCH  SPECIALTY 
ITEMS  AS  COMBINATION  WINDOWS.  ALUMI 
NUM  AWNINGS.  JALOUSIES.  PLASTIC  TILE. 

*  COMPLETE  SECTIONS  ON  SELLING.  TRAIN 
ING  SALESMEN.  ADVERTISING.  BUILDING 
YOUR  VOLUME,  etc. 

ISO  paqe«  crammed  lull  of  valuable  Inior- 
mallon  on  EVERY  phase  of  your  business. 
Every  contractor  and  dealer  will  wont 
copies  to  help  him  make  more  money. 

RESERVE 
C  YOUR  COPY 
W  NOW  ! ! ! 


look  for  us  ot  lew 
NERSICA  Showed 
Hotel  Stotler^  New 
York  City,  oil 
16-17-18.  Vil^  bo 
yout 


SECURE  A  DISTRIBUTORSHIP  FOR 


CORBEN 


ALL-ALUMINUM  Outside  Cosement 
STORM  WINDOWS 


BOILDINQ  SPECIALTIES  S 
HOME  IMPROVEMENT  DEALER 
425 — Bill  Ave..  N.  Y.  16.  N.  Y. 


Please  send  me  copies  of  the  MANUAL 
the  minute  It  is  off  the  press. 


COMPANY 


ADDRESS 


.  TITLE 


WRITE,  WIRE,  OR  PHONE  NOW! 

BEN  CORSON 

1228  BELMONT  AVE.  PHILA.  4,  PA. 
PHONE:  GReenwood  7-9500 


ACT  NOW  to  secure  the  most  envied  franchise 
in  America,  exclusive  for  your  area!  This  means 
more  profits  for  you!  And  look  at  these  sure- 
selling  features: 


•ALL  EXTRUDED 
CONSTRUCTION 

•  EASY  TO  INSTALL 
AND  OPERATE 

•  COMPLETE  STOCK  ON 
HAND 

•  IMMEDIATE  DELIVERY 
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ULHC 


ALUMINUM 
COMBINATION 
STORM  DOOR 


Instant  Customer  Appeal  Because , 
Classic  beauty  and  rigid  strength  .  .  . 
Full  ~/^  inch  thick  .  .  .  Fully  extruded 
aluniinuni  with  no  visible  construction 
details  on  either  door  face  .  .  .  Unusual 
size  double-strength  glass  and  aluniinuni 
screen  inserts  .  .  .  Design  that  speaks 
QUALITY. 


Instant  Dealer  Appeal  Because .  . . 

F'ive  years  of  dealer-customer  accept¬ 
ance  in  both  metropolitan  and  rural  areas 
.  .  .  Easy  and  quick  installation  ...  A 
door  you  can  sell  without  reservation  .  .  . 
Immediate  delivery — ready  to  install  .  .  . 
Well  in  advance  of  all  competition  ...  A 
manufacturer  geared  to  door  production. 


The  t^iiiney  Door's  “Clean  F'ace”  de¬ 
sign  perniils  iinliiiiited  grill  eombina- 
lions. 


rile  loday  .  .  .  for  full  infornialion 
anil  ileseriplive  lilerature.  Exclusive  Dis- 
Irihiilor  and  dealerships  available. 


’The  Xante  Quinrif  Meantt  i^uoUty' 
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CROWN  STEEL  WALL  TILE 


and 


CROWN  PLASTIC  WALL  TILE 


Good  News  for  the  profit  minded!  The  makers  of  Crown  Steel  Wall  Tile  — 
the  tile  that's  famous  for  selling  fast  —  bring  you  another  profit  oppor¬ 
tunity.  It's  all-new,  all  beautiful  Crown  Plastic  Wall  Tile! 

Hole’s  |)lastic  tile  that’s  hacked  up  hy  a  company  already  famous  for  pro¬ 
ducing!-  steel  wall  tile  of  proven  (juality  —  (piality  so  high  it  earned  a  bonded 
guarantee!  Now  you  can  make  the  most  hy  selling  the  best — the  best  metal 
wall  tile — the  best  plastic  wall  tile.  If  you  handle  Crown  Steel  and  Plastic  tile. 


STEEL  WALL  TILE 


you  have  no  rea.son  for  selling  anything  but  the  best  tile  in  its  field! 

Sell  'em  both  and  you'll  sell  plenty  and  earn  plenty!  Get  details  now  on  Crown 


Steel  Wall  'File  and  the  great  new  Crown  Plastic  Wall  Tile.  Use  the  coupon  below. 
Wh;itever  customers  want  you  have  with  Crown  Steel  Wall  Tile!  A  complete 
lange  of  warm,  popular  colors  ...  a  complete  range  of  sizes  including  the  fast- 
.selling  10"  x  10"  size.  Crown  Steel  Tile  brings  you  all  you  need  to  make  a 
pile  selling  tile! 

You're  in  wonderful  .shape  with  Crown  I’lastic  Tile!  Crown  Plastic  features 
rich,  lustrous  colois  with  the  added  beauty  of  subtle  marbleizing.  All  the 


sh.ipes  you  need  foi'  complete  installations,  plus  Crown  Tile's  accejjted,  estal)- 
lished  (pudity! 


PLASTIC  WALL  TILE 


r 


n 


THE  OHIO  CAN  &  CROWN  CO. 
Dept.  S12  Massillon,  Ohio 

Te/f  me  Aow  /  con  moke  more  by  selling  both  Crown 
Steel  Wolf  Tile  and  Crown  Plastic  Wall  Tile. 

I  om  0  dealer  I  am  a  distributor  _ _ 

(please  check  one) 

Nome  _ _ 

Address  .. 

City  Zone  State  _ _ 


L.. 


.J 


Crown  Tile  backs  you  up  with  complete 
powerful  sales  stimulators!  Sparkling  4- 
color  brochures!  Attention-getting  state¬ 
ment  s/w^/er$/  High-fidelity  color  charts! 
Hard-hitting  advertising  mats  and  many 
other  compelling  convincing  sales  aids! 
They  boost  your  sales  all  the  way  in 
every  way! 


WALL  TILE 
the  Ohio  can  &  crown  co. 

massillon,  ohio 
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New  Casement  Window  Storm 
Sash  for  Indoor  Installation 

Weather  Products  Corporation, 
manufacturers  of  Wepco  Brand 
storm  sash  and  screens  for  case¬ 
ment  windows,  has  developed  a 
new  sliding  storm  sash  desijjned 
for  indoor  installation  in  front  of  a 
primary  casement  window. 

Aluminum-framed  jflass  inserts 
slide  freely  over  special  zinc  alloy 
runners  inside  a  protective  alumi¬ 
num  rail.  These  inserts  are  over¬ 
lapped  and  sealed  by  a  plastic  strip 
running  alonjr  the  edjre  of  each  .sec¬ 
tion  makinjf  the  .storm  sash  prac¬ 
tically  air-tight. 

After  installation.  VV'epco’s  new 
sliding  sash  blends  unobtrusively 
behind  curtains  while  .still  remain¬ 
ing  easily  convenient  for  opening 
or  removal.  Cleaning,  ventilation 
and  screen  exchange  operation.s — 
hitherto  a  painful  job— are  quickly 
and  deftly  accomplished. 

Insulation  value  is  greatly  in¬ 
creased  while  fogging  and  conden- 
.sation  are  reduced  to  a  minimum 
because  this  type  installation  per¬ 
mits  a  w'ide  space  between  outer 
and  inner  windows. 


Wood  shrinkage,  foundation  set¬ 
tling  and  warping  are  problems 
eliminated  by  the  new  Wepco 
product.  Aluminum  corner  brack¬ 
ets  support  framing  rails,  forming 
flexible  joints  without  using  nut.s, 
screws  or  bolts.  This  feature  keeps 
the  sliding  storm  sash  inserts 
weather-tight  even  where  sash  has 
been  placed  in  an  out-of-plumb 
window. 


New  Steel  Garage  Door 
Has  9-Ft.  Width 

An  extra  12"  of  clearance  be¬ 
tween  the  door  jamb  and  the  car 
is  proving  mighty  useful  to  a  lot 
of  people  in  maneuvering  the  fam¬ 
ily  car  into  the  garage  for  the 
night,  or  i)arking  it  there  after  a 
weary  shoi)ping  tour. 


“Many  of  today’s  wider  cars 
make  it  a  pretty  tight  scjueeze  to 
get  into  the  conventional  S’  wide 
garage  opening,’’  according  to  Bob 
Kirkman.  manager  of  the  Strand 
Garage  Door  Division  of  Detroit 
Steel  Products  Company. 

“When  the  home-owner  learns 
that  he  can  have  a  door  9  feet 
w'ide  for  only  $5.50  more  than  the 
price  of  8'  wide  doors,  he  quickly 
decides  on  the  wider  opening.  And 


If  further  information  is  desired 
about  articles  appearing  in  the 
paf;es  of  this  magazine  send  a  rard 
or  a  letter  to  the  editorial  depart¬ 
ment. 


it  often  means  the  difference  be¬ 
tween  banged-up  fenders  and  a  car 
that  stays  in  goml  condition.’’ 

Styling  in  Strand  dtatrs  stres.ses 
horizontal  lines  that  blend  w’ith 
currently  jxtpular  types  of  archi¬ 
tecture.  The  d(K)r  is  of  all-steel 
con.struction.  with  .sturdy  X-type 
bracing.  It  is  galvannealed  with  a 
galvanized  zinc  coat  far  rust  pro¬ 
tection,  oven-baked  to  provide  a 
clinging  base  for  paint.  No  prime 
coat  is  needed. 

Strand  produces  a  9'-wide  door 
in  both  a  canopy  style  and  in  a  re¬ 
ceding  (track)  style.  The  company 
also  makes  8'-wide  doors,  and  16’- 
wide  doors  for  double  garage  open¬ 
ings  without  a  center  post. 

*  *  * 

Kuroirost  Aluminum  Doors 
And  Windows 

Modern  designed  and  quality 
made  “Kurofrost”  products  have 
earned  a  reputation  for  excellence 
through  nearly  a  (|uarter  century. 
The  name  “Kurofrost”  has  become 
a  by  word  for  those  who  want  the 
best  in  storm  and  screen  doors. 


Sturdy  construction  and  tine.st 
materials  enable  them  to  stand  up 
under  the  abuse  of  hard  wear  and 
bad  weather.  “Kurofrost”  .storm 
and  .screen  doors  are  adaptable  to 
either  old  or  new  homes. 

“Kurofro.st”  dwrs  are  now  being 
custom-built  in  circle  and  Gothic 
top  design  by  the  Kiefer  Mfg.  Co. 
(('oiitinin  (I  0)1  Pofie  .57) 
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Millions  oi  homes 


uiiyit«iM«ia 


LUDMAN  ADVERTISING 
AND  SELLING  HELP  LEADS 
THE  FIELD! 

S  Ludman's  large  variety  of 
\  beautiful,  hard-selling  folders 
'  A  and  mailing  pieces  give  you 
y  the  sales  ammunition  you 

!'  need.  Space  is  provided  on 
all  folders  and  other  material 
for  your  own  imprint.  Ludman 
provides  you  with  o  special 

Smot  service  to  help  you  build 
your  own  local  newspaper 
advertising. 


LUDMAN  LEA  OS 


I 


Need 


ENGINEERED  FOR  EASY, 
LOW  COST  INSTALLATION 

*  CAN  BE  QUICKLY  INSTALLED  by  any  dealer.  Mos> 

installation  "bugs”  and  “headaches'’  completely  elimi¬ 
nated  by  Ludman's  superior  jalousie  and  window  en¬ 
gineering  experience  and  “know-how.” 

*  ADJUSTABLE  “MAGIC"  MULLIDNS  mean  you  can  fit 

any  opening  without  costly  delay  ,  .  .  no  waiting  for 
special  sizes  from  factory  ...  no  special  carpenter 
work  required. 

*  TENSIDN-6RIP  LDUVER  CLIPS* -Ludman's  exclusive 
new  glass  louver  clip  solves  jalousie  industry's  oldest 
problem  .  .  .  clips  hours  off  glass  installation  time, 
eliminates  breakage  and  chipping  .  .  .  gives  tighter  fit. 


■iJMum 


I  ★ 


EASY  TD  DRDER**  STDRE  AND  HANDLE-No  special  I 

installation  experience,  tools  or  equipment  required  jj 


Every  Home  —  New  or  Old  —  Is  a  Prospoct 

AN  ENORMOUS 
READY-MADE  MARKET! 

There  are  unlimited  sales  opportunities  in  a  market  you  already 
know  well  .  . .  using  your  present  sales  force,  and  the  equipment 
and  facilities  you  already  have.  Look  around  you;  the  immediate, 
widespread  acceptance  jalousies  have  already  had  for  every 
window  use  in  every  type  of  building  guarantees  you  a  stable, 
fast-growing,  permanent  market  for  jalousie  products. 

JALOUSIE  COSTS  WITHIN  AVERAGE 
HOMEOWNER’S  BUDGET 

Ludman  Jalousies  are  now  priced  to  sell  the  average  pocketbook. 
Homeowners  will  consider  them  a  necessity  when  they  realize  how 
much  light,  beauty,  air  and  utility  they  add  to  every  house. 


or, 


LUDMAN'S  ADVANCED  DESIGN  .  .  .  FINEST  MATERIALS  ...  AND  UNRIVALED  CRAFTSMANSHIP 

.  .  .  give  you  the  jump  on  competition.  Ludman  engineering  and  manufacturing 
"know-how",  combined  with  streamlined  distribution,  make  it  possible  for 
you  to  offer  Ludman  WindoTite  Jalousies  to  your  customers  at  a  price 

competitive  with  ordinary  jalousies.  Guaranteed 

YOUR  COMPETITION  CAN'T  MATCH  LUDMAN  QUALITY,  I  Good  HouSekeepW 

SALES  HELPS  OR  OUTSTANDING  CONSUMER  FEATURES. 

^  ^‘'AOVtRTlSlO' 


YOUR  TERRITORY  —  OR  FROM  ADJACENT 

IKKKIVUKIW>  in  inUdt  AKfcA)  WflkKE  NU 

JOBBER  YET  ASSIGNED. 

P  LUDMAN  CORP.  no  bs-iz,  box  asai,  miami,  Florida 

1 

1  YES...  You  may  enter  my  order  for  LII  Windo  Tite  Gloss 

!  Jalousie  Demonstrators,  with  convenient  carrying  handles. 

1  Price  $15.00  net  each,  F.O.B.  shipping  point.  Also  please 

1  send  me  complete  literature  and  competitive  prices. 

1  NAME 

1  COMPANY 

1  STREET 

1  CITY  TONE  STATE 

.  .  .  JALOUSIE  AND  WINDOW  ENGINEERING 

%aa 

HOME  IMPROVEMENT  DEALER 


27 


MAY  MAKE 
Y our  Forfune  ! 


SHIELDALl 

PERMANENT 
ALUMINUM  AWNINGS 


MAIL  COUPON  TODAY! 

Start  right  now  to  get  into  the  "BIG  PROFIT" 
permanent  awning  business.  Shieldolls  ore  strikingly 
beautiful — packed  with  sales  appeal.  Easy  one  man 
installation.  Fast  deliveries.  Get  Started. 

Get  all  the  facts  Today 


pi 

'N  SUMMER 


YOUNGSTOWN  INDUSTRIES,  INC. 

710  SOUTH  STATE  ST.,  GIRARD,  OHIO  Phen*  Girard  -  5-S40( 
Send  everything  necessary  to  start  selling  "SHIELDALLS" 


CITY 


m 


IN  THE  SPRING 
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MARSHALL  V.  NOECKER,  PRESIDENT  OF  THE  KAUFMANN  CORPORATION  SAYS: 


Our  di  ali’TS  huee  mien 
rolumes  from  f 75,000 
lo  f  1,000,000. 


compare  lOUR  financial  statement 
with  this  typical  KAUFMANN  dealer’s 


INCOME  STATEMENT 

TWELVE  MONTHS  ENDED  AUGUST  31 ,  1952 

Percentoges 

Sales  (96  2%  Retail,  3  8%  Dealer)  $528,951  100  % 

Cost  of  Sales: 

Materials  Used  $147  932 

Facfcry  Labor  29,929 

Factory  Oerhead  24,966 

Installation  Costs  &  Other  93,953  295.780  56 1  % 

CROSS  PROF  I T  $232, 171  43  9% 


Other  Expenses 

Commissions  $102,202 

Advertising  8,106 

Sales  —  Offices  5,251 . 

Printing,  Phone,  Samples,  Etc  7,231. 

Salaries  19,781 

Rents,  Phone,  Travel,  Supplies, 

Adv  for  Personnel  0  Others  14,692 


157,265  297% 

$  74,906  14  2% 


BALANCE  SHEET 
AUGUST  31,  1952 

Current  Assets 
Casli 

Receivables 

Inventories 

Deferred  Charges  to  Operations  and  Other 
Assets,  melting  Advaixe  Commissions 
Fixed  Assets: 

Machinery  &  Dies  —  Net 
Office  Furniture  &  Equipt  —  Net 

TOTAL  ASSETS 


Current  Liabilities 
Accounts  Payable 
Accrued  Expenses 
Depo-.'.its 

Reserve  Accounts 
All  Other 


TOTAL  LIABILITIES 
CAPITAL  ACCOUNTS  —  Partnership 


TOTAL  LIABILITIES  AND 
CAPITAL  ACCOUNTS 


r  THESE  ARE 
AUTHENTIC 
STATEMENTS, 


.lusl  thrt'f  and  a  half  years  ajro,  this  dealer 
started  with  an  initial  investment  of  just 
in  machinery  and  equipment . . . 
and  The  KAfFMAW  PLAN.  Hisjrrowth 
h:us  been  phenomenal  in  the  industry, 
but  tyitical  of  our  manufacturing  dealers. 


VOr.  TOO,  can  show  a  prolit  picture  like 
this  .  .  .  I  nder  the  KAI'FMANN  PLAN 
you  can  make  //o«r  business  just  ius  profit¬ 
able.  .And  you  can  start  with  an  original 
investment  of  as  little  as  $dPO.  Don’t 
wait  .  .  .  act  now! 


YOU,  TOO,  CAN  GET  ON  TOP. . .  WRITE  FOR  THE  KAUFMANN  PLAN 


Originator.^  of  the  .Alit- 
m  in  urn  Doiible-Hung 
Comhinalion  window, 
hereto  pern  of  the 
Aluminum  Comhina- 
lion  door. 


17210  GABLE,  DETROIT  12,  MICHIGAN 


Write  for  eomidete 
information  on  the 
l<  A  t  F  .M  A  .V  .V 
/’/,.4jV  or  roll  iin  at 
TW  .1-2000. 
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file  Only  Aluminum  Door 


A  TERIIFIC  lELlEIK!  B«cauk«  you 
hovo  o  powerful  solos  story 
plus  a  vory  ottroctivo  door, 
comploto  with  matching  hard- 
woro^oll  PRICED  SIGHT  .  .  . 
bockod  by  r>otiooal  consumor 
odvortisino. 

NO  WARP  .  .  NO  SAG  .  .  . 
NO  ClATTSRf  Potorttod  construe- 
tion  footuros  provido  suporior 
strongth  with  tho  light  woight 
of  oluminum  and  tho  fino  insu¬ 


lating  quality  of  wood. 
STANDARD  SIZES  WtU  Fill 
95%  OF  YOUR  ORDERS'  A  ro 
ntorkobio  odvontogo  .  .  .  oath 
Compo  Door  is  spociolly  con- 
structod  to  pormit  adjustmont  on 
all  four  sidos. 

SEIF-INSTALLATION  SALES  AS¬ 
SURED!  Uniquo  patontod  odjust- 
monts  pormit  oasy  installotiorf 
by  tho  homo  ownor  himsoif. 


WRITTEN  FACTORY  OUARANTEEI  Your  assuranco  and  your 
customors'  ossuronco  of  tho  vory  finost  aluminum  combino- 
tion  door. 


Sm  riw  1953 


miracle 

PRODUCTS  COMPANY 

)  5221  W  11  Mill  RD.  BIRKLIY,  MICH 


FOR  MORE  PROFITS  ...  Get  the  facts  now 
on  the  complete  line  of  Compo  standard  and 
custom-made  aluminum  and  stainless  steel  sur¬ 
faced  combination  doors,  windows  and  picture 
windows. 


Wrif,  win  or  phono  today. . .  for  immodiato  dolivory  on  stock  sizos 


BUILDING  SPECIALTIES 

COVERS  AU  THE  IMPORTANT  SUBJECTS! 


By  subscribing  to  it  you  assure  your- 
seli  of  keeping  up-to-date  on  the 
following:  better  selling  methods, 
installation  techniciues,  management 
details,  how  to  sell  parUcular  spe¬ 
cialties,  getting  and  holding  good 
salesmen,  advertising,  new  products, 
and  memy  others.  Send  the  coupon 
today!  Only  $3  a  year. 


BUILDING  SPECIALTIES 

425  Fourth  Avenue,  New  York  16.  N.  Y. 

Mecne  enter  my  subscription  to  BUILDING 

SPECIALTIES  ot  $3.00  for  one  year. 

□  Bill  me  for  this  amount. 

□  Enclosed  is  a  check  or  money  order. 


My  Name. 


Position. 


Company. 
Address  . . 


Tb/s  letter  is  important  to  you  .  .  . 

BEAU-CRAFT  SERVICES,  INC. 

128  Broad  St.,  Stamford,  Conn. 

August  12,  1952. 

BUILDING  SPECIALTIES 
425  Fourth  Ave.,  New  York 
Gentlemen : 

We  have  not  received  copies  of  BUILDING 
SPECIALTIES  Magazine  for  the  past  three 
or  four  months. 

We  have  always  enjoyed  your  publication 
and  have  drawn  a  lot  of  practical  help 
and  inspiration  from  the  contents.  Were 
these  stopped  because  our  subscription 
expired?  If  so,  we  would  like  to  renew  it. 

Since  this  is  the  second  request  since 
May  31st,  we  will  appreciate  an  answer 
by  return  mail,  together  with  back  copies, 
and  whatever  charges  are  necessary  for 
them.  Of  course,  if  our  subscription  has 
not  lapsed,  we  do  not  expect  to  be  billed 
for  the  back  charges. 

Very  truly  yours, 

Paul  E.  Beaudry,  Pres. 

BEAU-CRAFT  SERVICES,  INC. 
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NAME. 


Are  You  Getting  Your 
Share  of  The  Profits? 

Is  Your  MASTIC  Depend-^ 
able  and  Trouble-Free? 

Is  Your  Mastic  Backed  By 
Over  37  Years'  Experience 
In  Residential  and  Indus¬ 
trial  Protective  Coatings? 


CARBOZITE  PROTECTIVE  COATINGS,  INC. 

101  CEDAR  STREET,  NEW  YORK  6,  N.  Y. 

Carbo  Tex  Division  Phone  Dlgby  9-3170 


Protective  Coatings  is  Carbozite's  business  .  .  .  and 
has  been  for  over  37  years.  Large  industrial  users 
of  mastics  and  waterproof  compounds  endorse  and 
recommend  Carbozite  products  for  their  quality  and 
dependability  .  .  .  and  CARBO-TEX  is  one  of  the 
most  revolutionary  in  this  famous,  extensive  line  of 
protective  coatings.  CARBO-TEX  is  not  a  paint  or 
cement  wash,  but  a  thick,  textured  resurfacer,  in 
White  and  Pastel  Colors,  applied  by  powerful 
air-pressure  to  all  types  of  exterior  walls.  It  fuses 
itself  to  old  wall  surfaces  and  provides  a  seamless, 
steel-like  armor  that  protects,  and  adds  fresh,  last¬ 
ing  beauty.  No  other  exterior  wall  mastic  offers  you 
such  controlled  quality. 

CARBO-TEX  dependability  means  greater  profit 

for  you  .  .  more  satisfaction  for  your  customer. 


Carbozite  Protective  Coatings,  Inc 
101  Cedar  St.,  New  York  6,  N.  Y. 

Please  send  information  regarding 
franchises  and  available  territories. 


ADDRESS. 


A  New,  Longer  Lasting 
Surface,  Pressure -Sealed 
To  Old  Concrete,  Stucco, 
Brick,  Shingle,  Clapboard 
and  Cinder  Block  Walls 


ZONE _ STATE _ 


AN  EXCLUSIVE 
WURTZILITE 
FORMULA 


The  CARBO-TEX  formula  is  the  result 
of  years  of  research  and  experiment.  If 
is  composed  of  selected,  protective  oils, 
combined  with  long-lasting  mica  and 
asbestos.  In  addition,  CARBO-TEX  is  the 
only  exterior  wall  coating  containing 
WURTZILITE,  a  remarkable,  natural 
mineral  rubber  that  adds  to  the  resili¬ 
ency  and  flexibility  of  the  coating, 
thereby  assuring  longer  life.  One  coot 
of  CARBO-TEX  is  equol  in  thickness  to 
about  10  COATS  of  ordinary  point. 

•  •  .  It  adheres  to  the  wall  surfaces  to 
which  It  is  oppiied,  and  will  not  powder 
or  crock. 


SOLD  WITH  lO  YEAR 
FACTORY  REPLACEMENT 
GUARANTEE 


CCNNCAUT’/ 


•  Custom 
Engineering 

•  Custom 
Compounding 


•  Custom 
Extruding 

•BETTER  SPLINE 

•  BETTER  CHANNEL 

•  BETTER  STRIPPING 

FOR 


BETTER 

STORM 

WINDOWS 


(Jonneaut  specializes 
in  vinyl  extrusions 
for  the  storm  window  industry, 
(.'onneaut  is  fully  equipped  to  design, 
compound,  and  extrude  any  profile 
in  any  length.  This  triple  custom 
service  assures  you  of  the  exact  extru¬ 
sion  for  your  window  —  assures  you 
of  a  permanently  dust-tight,  rain¬ 
tight,  wind-tight  window. 


W'n'/f,  today,  for  details! 


44j-e 


i  DNNIH  T 

RUBBER  &  PLASTICS  COMPANY 

Dept.  B  Akron  9,  Ohio 

"experts  in  extrusions" 


On  the  House 

!  .  i 

(Conf tuned  from  Page  21) 

;  19.')1  by  at  lea.st  50  per  cent. 

The  purcha.se  of  a  middle-aged 
’  dwelling  is  probably  the  most  eco¬ 
nomically  practical  means  for  the  ‘ 
average  family  to  satisfy  the  urge 
for  a  better  place  to  live,  the  study 
by  the  heating  control  equipment 
.  firm  contends. 

Cited  as  some  of  the  chief  rea¬ 
sons  for  this  conclusion  are:  older 
hou.ses  generally  are  larger  with 
rtMtmier  interiors,  they  are  in  | 

;  stable,  established  neighborhoods, 
with  school,  church,  shopping  and 
transportation  facilities  already 
available. 

I 

Owners  of  the  older  homes  are  i 
!  advi.sed  by  the  study  that  while  it  ! 

I  is  not  cheap  to  revamp  their 
,  houses,  modernization  provides 
!  many  advantages  and  when  prop-  i 
I  erly  done,  can  provide  both  com- 
I  fortable  and  charming  living  ac- 
I  commodations. 

I  Many  older  dwellings  can  be  eco¬ 
nomically  rejuvenated,  substan¬ 
tially  improving  their  value,  the 
!  survey  notes.  j 


in  support  of  this  last  conten¬ 
tion,  Alan  Hn»ckhank,  pre.sident  of 
the  National  .A.ssn.  of  Home  Huild- 
ers  recently  revealed  that  NAHII 
has  started  a  nationwide  campaign 
urging  rehabilitation  of  older 
homes. 

Mr.  Hrockbank  stated  it  is  the 
NAHH's  belief  that  this  w'ould  be 
the  most  logical  way  to  clear  slums, 
and  likewise  offset  the  deterioration 
of  older  properties  which  eventu¬ 
ally  perpetuates  .such  blight. 

I 

As  1958  api)roaches,  the  pub¬ 
lisher  and  editor  of  BUILDING 
SPP3C1ALTIKS  takes  this  oppor¬ 
tunity  to  wish  all  our  readers  a 
happy  and  prosperous  New’  Year! 


- - — ■ 

mSTANhFIT 


EXTRUDED  ALUMINUM 

CASEMENT 
STORM  WINDOWS 


IMMEDIATE 

DELIVERY 

•  Sell  today  — 

Install  tomorrow! 

•  Fit  all  standard 
metal  casements! 

•  Installed  as  simply 

as  putting  up  screens! 

•  No  interference  with 
Venetian  blinds  or  drapes! 

EASIEST  WINDOW  TO  SELL! 

plus 

BIGGER  PROFITS 

Write  today  for  complete  information 


UNIVERSAL  FABRICATORS 

»8‘  l8^SBOON(  AVf  -NtW  T  O  B  •<  0  N 

Kl  2-0350 
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(because  you  stocked  KAYSER  products) 


•  POSITIVE  INSULATION 


tlon  •!!  primary  windowa. 


nerdi  painting ! 


Nrver  mala* 


•  EQUIPPED  WITH  STRIPPING 

What  makra  an#  alarm  wlndaw  aland 
out  from  tb#  r#al?  Tba  KAYSER  baa 
all  the  emtra  featnraa  fa  **elinch** 


CHAIN-LINK 

FENCES 


ALUMINUM  TENSION 
WEATHERSTRIPPING 


LOCKSIDE 


WEATHERSIDE 


Your  rualomrra  drmand  dfp0Hdabl0  pratrrtian 
In  frnrea.  KAYSER'a  lifetime  rhain«link  fenr# 
olTera  anch  exrluaiae  fealurea  aa  poata  of  high* 
carbon  ateel  act  in  concrete.  KAYSER  feneea  are 
(icaigned  to  harmonise  with  the  beauty  of  any 
home— built  to  take  rough  handling  from  peta, 
children  and  weather. 


your  eaacment  window#  eacluairi 
ing  KAYSER  weatheratripping  «  .  .  ea 
•tall,  all.weather  proteetion.  Here*#  th 
touch  to  put  your  caaemeni  window# 

•  hoiildera  above  the  real  ! 


DEALERS* 

ln«|utriea  invited  from  K.  D.  ttperalora 
and  Storm  Window  Manufacturer#.  Ter* 
ritory  franchiaea  open  to  qnaliAed  dia* 
tributora  and  dealers. 
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Address 


THERE'S  MONEY  AROUND  THE 
BOTTOM  OF  EVERY  HOME! 


WRITE  TODAY! 


V’  •  HERE  IT  IS- 
tcreen  cloth.  Nc 
\  vinyl  plaftic  tpl 

-  window.  Three  li 


•  HERE  IT  IS— a  univerial  all-aluminum  basement  stotm  window,  with  plastic 
screen  cloth.  No  caulking  required.  Simple  four-screw  installation.  Universal 
vinyl  plastic  spline  on  the  back  designed  to  lit  any  steel  or  wood  basement 
window.  Three  sizes  available.  Packed  six  to  a  carton.  Easy  to  handle,  a  natural 
for  any  storm  window  man. 


WINDOW  SIZE 
(Glass  Size) 

15x12 . $5.'. 

(Il’exU’s) 

15x16 . ^6.: 

(U’8xI7)»» 

15x20 . f7A 

10%  Off  on  Lots  of  500 


W  Also  available  one  lite  reverse  (with  or  without  screen)  and  picture  windows. 

Priced  right  for  you.  j  c  oaii 

_  _  _  _  _  _  „  __  Aladdin  will  send  you  a  complete  salesmen's 

li  1  N  N  C*  Cv  a  C  O  •  briefcase  sample  ( 1 1  l/i"  x  6^")— only  $3.50 

1510  SOUTH  STATE  STREET  GIRARD,  OHIO  F.  O.  B.  Girard,  Ohio.  Write  today! 


New  Line  For  a  New  Year! 

Make  1953  a  big  year  with  a  big  line  —  take  on  the  WINSULITE  Aluminum 
Storm  Window  dealership  —  it's  the  storm  window  precision  engineered  for 
volume,  service-free  sales!  You'll  be  backed  by  WINSULITE'S  28  year 
production  and  hard-hitting  merchandising  know-how,  always  one  step 
ahead  of  competition,  including  thorough  technical  field  service,  advertising 
— -l  programs,  sales  literature!  Write  for  details  of  the  choice,  profitable 

WINSULITE  dealership! 

Special  Discount  —  Incentive  Plan  For  New  Dealers! 


Winsulite  Mfg.  Co. 

721  N.  Central  Ave. 

Bolto.  2,  Morylond 
Gentlemen; 

ril  listen  to  your  '"proposol  ‘ 
detoils. 

Nome  . 
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%ITH  ClEARVIEW'S  COMPIETE  LINE. 


Extra  Profit  for  You! 


(Added Beauty  for  Homes 


Ornamental  Cast-Iron 


Hand  Wrought  Iron 


H«ro  It  th«t  EXTRA  MARGIN  of 
profit  you  wont!  An  ooiy-to^bultd 
velum*  of  butintsi  on  popuUr 
Ornomtntol  Iron  from  ono  of  th« 
Aotion'i  foromost  monufocturort! 
Stondord  dotlgni  you  con  itoch 
ond  toll  No  oitro  iolotforco  ro 
qulrod.  Our  Production  lino  moth- 
odi  of  Monufocturing  give  you 
oifro  profits! 


Irocliots  or*  vorsotilo 
procticol  ond  oosy  to 
instoll.  Grocofui  roilings 
offor  mony  solos  pots!* 
bilitios.  loth  oro  ovoil- 
oblo  in  ooiy'to-stock* 
ond'Soll  stondord 
model  I. 


Tonntssoo  Eobricoting  Compony's 
Ornomontol  Iron  Columns  oro  ono 
of  tho  fostost-solling  itoms  in  tho 
building  motoriol  field.  I  distnc* 
five  pottorns  in  fiot  ond  corner 
columns  give  you  o  complete 
voriety  of  Ornomontol  Hond 
Wrought  ond  Cost  Iron  designs 
Simple  instollotion  for  your  cus¬ 
tomers 


I 


I 


The  time  is  right — the  profit  it  there — and  the  demand 
it  greater  than  everl  Build  extra  business  with  the  nation's 
top  line  of  Ornamental  Iron.  Modernise  old  homes — 
beautify  new  ones  . . .  The  standard  models  in  Ornamental 
Iron  are  as  inexpensive  to  install  at  standard  Woodwork. 
You  will  be  amazed  when  you  get  the  facts  on  this  fast- 
selling  Ornamental  Iron  .  .  .  Your  customers  will  be 
amazed  at  the  low  pricesi  Write  Dept.  P  today! 


I  HNNISSII  FAtRICATING  COMPANY  OEPT.  A-)  I 

*  1490  Grime*  St.,  I 

I  Memphis,  Tennessee.  I 

I  Ruth  complete  defailt  of  your  dealer  plan  and 
I  Information  on  Stock  Columns,  Brackett  and  ' 

I  Railings.  I 

,  NAME  . .  I 

J  ADDRESS  .  ! 

I  CITY . . . . .  STATE  .  I 


Tennessee  Fabricating  Company 

America  s  Foremost  Ornamental  Iron  Plant 
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Hints  To 
SALESMEN 


(From  “The  Psychological  Moment" 
by  K.  B.  Schell) 

YOU’RE  all  throuj^h  with  your 
sales  talk.  You’ve  told  your 
prospect  everything  you  know 
about  your  product.  Should  you 
start  closing;  in  for  the  order?  Or 
is  it  the  psychological  moment? 

1  have  heard  so  much  about  the 
“psychological  moment”  for  clos¬ 
ing  a  sale  that  I  think  it  deserves 
our  special  consideration.  Is  there 
really  a  brief  moment  wherein  the 
“climate”  for  getting  an  order  is 
right? 

Actually  the  celebrated  “psycho¬ 
logical  moment”  is  nothing  more 
than  the  final  wind-up  of  your 
presentation.  It  is  no  “bugbear” 
to  cause  you  apprehension.  Closing 
a  sale  is  just  another  step  in  the 
selling  process.  The  salesman  must 
build  up  the  willingness  to  buy  in 
the  early  stages  to  make  the  close 
of  the  order  easy. 


There  is  a  certain  “area”  in  the 
selling  procedure  w’hen  the  pros¬ 
pect  reaches  the  conclusion  that  it 
w’ould  be  to  his  advantage  to  buy. 
How  do  you  know  when  your  pros¬ 
pect  is  entering  that  area?  How 
do  you  know  you  are  approaching 
a  city  when  driving  along  the  road. 
By  “signs”  .scattered  in  advance 
all  along  the  highway.  Just  so,  the 
prosptH-’t  puts  our  “feeler”  que.s- 
tion.s — also  known  as  “buying” 
question.s — which  indicate  that  he 
is  seriously  considering  placing  an 
order. 

The  “buying”  questions  are  sign¬ 
posts  preceding  the  order.  An  e.\- 
ample  is:  “Who  has  bought  your 
product  in  this  neighborhood?” 
which  indicates  that  the  prospect 
is  fairly  well  convinced  but  wants 
to  confirm  his  judgment  with  that 
of  one  who  is  an  actual  buyer  of 
the  product. 

(Continued  on  Pape  64) 


Assembly  is  quick  and  easy,  an  overlapping  lip 
provides  liberal  tolerance  and  service  free  installation. 
Specially  designed  for  factory  to  fabricator  market! 

CALL,  WIRE  OR  WRITE  FOR  DETAILS 


VULCAN 


METAL 

PRODUaS  CO. 

2801  6TH  AVENUE,  SOUTH,  BIRMINGHAM,  ALA. 

Telophoti*  4-5424 


WANTED! 

FABRICATORS  lYHO  WANT  TO  B/  ”” 

a5,ooo«°rHi 


TRIPLE  ACTION 


STORM  SASH 


Start  immediately,  no  expen¬ 
sive  machinery  or  top  heavy 
inventory  necessary.  We  set 
you  up,  instruct  your  produc¬ 
tion  and  sales  staff  and  support 
sales  with  advertising. 


FINGERTIP  CONTROL 


SUPERIOR  is  an  entirely 
new  "knock  down  triple¬ 
action  track"  in  standard 
lengths  31/2,  4,  5,  and  6 
foot  heights  .  .  .064  heavy 
gauge  aluminum. 
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DALLAS  IRON  &  WIRE  WORKS,  INC. 


ctetaiU  tacUufi 

Copyright  1952 

Dolloi  Iron  &  Wir*  Works,  Inc. 

fot«nt  Pending 


The  perfect  team  —  awnings  and 
Pre-Kut  Ornamental  Iron.  To 
KEEP  YOUR  INSTALLATION  AND 
SALES  CREWS  BUSY  ALL  YEAR 
'round,  add  Pre-Kut  to  your  stock. 


It’s  the  completely  different,  prac¬ 
tical,  profitable  all-steel  railing, 
column  and  bracket  line  that  out¬ 
sells  any  other  in  the  world.  Ask 
any  of  our  350  distributors  who 
handle  awnings. 


mCraef 


OMXi  Alii 


•  “GRAEF"  is  the  answer  to  your  demand  for 
QUALITY  aluminum  Storm  Doors  ond  Win¬ 
dows  thot  actually  "sell"  themselves  .  .  .  and 
offer  more  profits  for  you. 

The  Graef  Company,  one  of  the  oldest  and 
most  successful  storm  window  businesses,  will 
welcome  you  to  their  long  line  of  profitoble 
dealers  and  distributors. 

•  STORM  WINDOWS— One  look 
at  our  newly-engineered,  trouble- 
free,  all-aluminum  Storm  Window 
and  Screen  will  more  than  convince 
you  that  "GRAEF"  is  the  window 
for  you. 


SOME  PROFITABLE  TERRITORIES  ARE  AVAILABLE 


GRAEF  STORM  WINDOW  CO. 

PHONE  4-4326 

1510  West  Federal  Street  Youngstown  10,  Ohio 
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PROFITS 


OR  PROMISES 


It  s  up  to  you 


WRITE  OR  WIRE 


Lei’s  face  it  .  .  .  rosy  promises  won't  ring  your  cash 
register  .  .  .  but  REMINGTON  will!  Here  at  last  is 
the  storm  window  the  industry  has  been  waiting  for. 
.  .  .  The  storm  window  designed  specifically  to  give 
you  greater  sales  volume  .  .  .  and  largest  ever  dollar 
volume!  Demonstration  perfect,  trouble  free  and 
near  maintenance  proof  ...  the  Remington  window 
means  extra  profits  12  months  a  year! 


DEMONSTRATION  PERFECT 


Remington  .  .  .  and  ONLY  Remington  gives  you 
exclusive  4  way  action  ...  the  bonus  feature  that 
makes  demonstration  a  joy!  Engineered  to  sell 
at  a  price  that  will  amaze  you  .  .  .  the  Remington 
window  brings  you  every  feature  you  want  .  .  . 
every  single  feature  that  helps  you  sell! 


PROFIT  SURE 


Remember  .  .  .  when  you  buy  Remington  .  .  .  you 
buy  more  than  a  storm  window!  Remington  get^ 
behind  its  dealers  .  .  .  gives  you  a  complete  program 
of  dealer  aids  ...  a  dynamic,  sales-producing 
national  advertising  campaign  .  .  .  and  thorough, 
personal  aid  at  the  sales  level!  Find  out  about 
Remington  Storm  Windows  today  ...  see  the  win¬ 
dow  designed  to  cost  you  less  .  .  .  sell  easier  .  .  . 
service  easier  .  .  .  and  make  you  more !  Forget 
about  empty  promises  .  .  .  GET  THOSE  EXTRA 
PROFITS  NOW! 


REMINGTON  Corporation 

99  MADISON  AVENUE,  HEMPSTEAD,  L.  I.,  N.Y. 


A  Great  Name  la  Storm  Windows 
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Insnlating  Siding  Association 
Names  Waldman  as  President 


W.  Waldman  G.  W.  Ciarvoe  W.  W.  Wilfon  M.  W.  Searit 


Better  Shapes 

By  Kessler  Products 


Plastic  extrusions  tor  STORM 
WINDOWS  ond  DOORS,  designed 
and  engineered  for  economical, 
trouble-free  and  time-tested  in¬ 
stallations. 

Kessler  Products  ore  used  no- 
tionolly  on  extruded  or  rolled  sec¬ 
tions  of  aluminum  and  steel. 

Let  KESSLER  PRODUCTS  sup¬ 
ply  your  plastic  needs. 

PHONE  YOUNGSTOWN 

3-9335 


KESSLER  PRODUCTS 
COMPANY 

1064  West  Federal  Street 
YOUNGSTOWN,  OHIO 


SriCIALISTS  IN  PLASTIC  IXTRUSIONS 
FOR  THt  STORM  WINDOW  INDUSTRY 


The  In.sulatinR  Siding  Associa¬ 
tion  has  named  William  Waldman, 
of  Brixite  Manufacturing  Com¬ 
pany,  as  its  president  for  1953. 

Waldman,  who  is  also  Brixite’s 
president  with  headquarters  in 
:  South  Kearny,  N.  J.,  predicted 
that  1953  will  bring  a  continued 
ri.se  in  insulating  siding  .sales,  ex¬ 
ceeding  even  1952  which  promi.ses 
I  to  be  the  second  highest  year  in  the 
I  industry’s  history. 

Sales  for  the  first  six  months  of 
1952  exceeded  1951  by  10  per  cent, 
and  the  rate  for  the  .second  six 
months  is  running  15  jier  cent 
ahead  of  1951,  Waldman  .said. 

Rise  to  Continue 

"I  believe  we  can  expect  the  rise 
I  to  continue  in  1953,”  Waldman 
!  continued.  “We  have  already  .seen  a 
slight  drop  in  the  demand  for  dur- 
^  able  goods,  probably  because  of 
high  taxes,  high  prices  and  lower 
lake-home  pay.  People  who  can’t 
afford  new  housing  turn  to  improv¬ 
ing  older  homes.  Since  insulating 
siding  is  primarily  a  moderniza¬ 
tion  product,  it  .stands  to  gain  dur¬ 
ing  such  a  period.” 

Waldman  succeeds  Lee  H.  Mat¬ 
tes,  president  of  Mastic  Asphalt 
Corporation,  South  Bend,  Indiana, 
and  F^lizabeth,  N.  J..  who  .served 
two  terms  as  head  of  the  as.socia- 
tion. 


Other  new  officers  named  by  the 
Insulating  Siding  A.s.sociation  were 
William  W.  Wil.son,  western  divi¬ 
sion  manager  for  Bird  &  Son,  vice 
president ;  Ray  W.  Sweeney,  west¬ 
ern  manager  of  Ruberoid  Com¬ 
pany,  treasurer;  M.  W.  Searls,  the 
Plintkote  Company,  chairman  of 
the  publicity  committee;  G.  W. 
Ciarvoe,  John.s-Manville  Sales  Cor- 
jioration,  chairman  of  the  technical 
committee;  and  Donald  Frazier, 
Bird  &  Son,  chairman  of  the  pro¬ 
duction  efficiency  committee.  R.  G. 
Breeden,  Jr.,  was  renamed  secre¬ 
tary-manager  of  the  association. 

During  1952,  the  Association 
publicity  committee  .set  up  and  con¬ 
ducted  sales  training  courses  for 
siding  sale.smen  on  a  test  basis  in 
.several  vocational  .schools.  This 
program  will  continue  in  1953 
under  N.  S.  Gilbert,  Jones  &  Brown 
Inc.,  who  initiated  it  during  his 
1952  term  as  publicity  committee 
chairman. 


Room  Air 
Conditioners — 

Read  about  them 
in  the 
January 
BUILDING 
SPECIALTIES 
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In  tlie  Spirit  of  Peace  on  EartK,  Good 
Will  toward  Men  — in  the  time-honored 


YOUR  NtXT  JOB  I 
SOLD  BY  LEADING  JOBBERS! 


cuatom  of  the  holiday  aeaaon  —  the 
Trimedfje  orfjanization  pauaes  in  ita 
accuatomed  round  of  huaineaa  to  ex¬ 
tend  aeaaon’a  ^reetin^a  to  Trimed^e  dia- 
trihutora  and  their  ataffa,  to  Trimed^e 
dealera  and  their  cuatomera,  and  to 
Tri  me  dge  frienda  everywhere.  May 
your  Chriatmaatide  he  filled  with  heart¬ 
warming}  joy  .  .  .  and  the  New  Year 
hrin^  you  a  full  meaaure  of  ^ood 
health  and  ^ood  fortune. 


DON'T  OVERLOOK  PR0FIT$! 

ALL  YEAR ’ROUND  .  .  .WITH  THE 

BIGGEST  DEAL  IN  THE  SIDING  FIELD! 

HEATHER  STORE  !  THE  12  MONTH 

SELLER  BRINES  YOU  CONTINUOUS  PROFITS  ALL  YEAR  ROUND! 

GET  on  the  BIG  PBOfITS  bondwogon  .  .  .  with  genuine  HEATHER  STONE 
.  .  the  GREATEST  money  maker  in  the  long  term  building  speciolties 
field. 

HEATHER  STONE  is  opplicoble  12  months  of  the  year  ossuring  you  BIG 
PROFITS  oil  yeor  round. 

HEATHER  STONE  sells  on  sight,  is  opplied  like  tile  over  brkk  —  stucco  — 
cinder  ond  concrete  block  —  shingle  —  clopboord  ond  other  EXTERIOR 
and  INTERIOR  surfoces.  HEATHER  >TONE  is  the  only  reol  cost  stone  with 
color  throughout,  and  hoving  many  popular  telling  styles  and  blends. 
HEATHER  STONE  mokes  MONEY  for  you!  .  NOT  1  MONTH,  NOR  2 
MONTHS  .  .  BUT  12  MONTHS  of  the  yeor  .  .  dollors  in  your  pockets 

oil  the  time! 


CALL  —  WIHl  OK  WKITl  MOW! 

NATIONAL  HEATHER  STONE,  INC. 
4122  KENSINGTON  AVENUE 
PHILA.  24,  PA.  Phone:  DEIawore  6-1400 
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Thm  Word  Is  Out. . . 
CUSTOMERS  Arm  Buying  JALOUSIESI 

Yes.  homeowners  .ire  looking;  for  inex¬ 
pensive  ways  to  make  more  room, 

Vt'ith  this  attractive  display  set  up  in  your  store, 
you  don  t  have  to  sell  Jalousies  —  it  sells  them 
for  you' 

What's  more  —  the  customer  buys  a  complete 
remodelinj;  |ob  in  a  single  package! 

Containing  an  actual  lalousie,  this  display's 
simple,  easy  operation  shows  the  customer  first¬ 
hand  how  louvers  close  weather-tight  .  .  .  convert 
a  porch  or  breezeway  into  a  comfortable  winter 
room. 

Actual  pictures  of  tbe  "finished"  product  give 
homeowners  an  immediate  idea  of  how  Jalousies 
may  be  used  effectively  in  their  own  homes. 

That  s  right  —  this  complete  display  will  make 
Jalousies  a  fast-selling  item  that  means  you  sell 
the  other  materials  needed  in  a  complete  re¬ 
modeling  installation. 

UNION  ALUMINUM  CO.,  INC. 

SHEFFIELD,  ALABAMA 

Vi'orld's  ljjrgr\l  Manuljilurtr 
of  Aluminum  (  Jirmenl  H  inJou  i 

Don’t  Ml»»  SaloBi  Ordor  Tours  Today! 


THIS  SALtS-WISt  \ 
DISPLAY  Con  Bo  Your% 


All  you  have  to  do  to  own  this 
powerful  display  is  fill  out  the  coupcsn 
below  and  return  to  us.  We  bill  you  S19.2^ 
( actual  cost  of  the  display )  — but  the  entire 
$19.25  will  be  deducted  from  your  initial 
orders.  This  means  the  display  ooesn't  cost 
you  a  cent'  You  also  get  this  FRKF,  Sales- 
builder  Kit  which  contains  a  sales-tested 
assortment  of  newspaper  mats,  mail  stuff- 
ers.  radio  spots,  window  banners  and 
television  spots.  Send  for  your  display 
today! 


UNION  ALUMINUM  CO.,  INC  .  SAaMMa.  AlaAan  BS-IZ 

O  $A0t4  m*  PACP  UAICO  ALUMINUM  JAiOUSIt  OISPIAV 

PImb*  MN  fny  mcuviH  flf  91.  I  miiAbfbI«fiB  Hm  full  $19  99 
wiM  hm  4m4ut9m4  hmm  my  lnWM  mrddr*  With  my  Stgimy  I  will 
•Ibp  "MARI  MORI  BOOM" 

S«l«BR«ilA»«  Rit. 

□  PImm  — aA  t«cliAic«i  4dAm.  pm«B 


i  Saitsman's  Dtmonstrotor 

Equipped  with  handle  for  easy 
carrying!  Shows  the  outstanding 
Jalousie  features  ...  its  simple 
operation  .  .  .  makes  more  sales 
possible! 
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IT  ROLLS 


program 


OOOIt  CANOPIES 

m 


ORCHARD 

BROTHERS 


INCORPORATED 


63  MEADOW  ROAD 
RUTHERFORD,  N.J. 


Phon*  RUTHERFORD 

2-7400 


You  can  thank  the  late  and  onlamented  aluminum  freeze 
for  this  opportunity  to  join  the  growing  AlumaROLL 
"family"  considerably  above  the  ground  floor.  Because 
the  freeze  temporarily  halted  our  expansion  program. 
Now  we're  ready  to  go— and  grow,  again. 


Our  company  is  strong,  respected— a  leader  in  its  field. 
So  naturally  we  want  equally  outstanding  dealers  and 
distributors  in  each  territory  we  add.  If  you  want  a 
share  of  that  aluminum  "gold"  we're  sure  is  coming, 
write  for  details  about  any  territory  that  interests  you. 


on  an  '  -ip.  \" 

ALUMINUM 

platter 


^  SooraaltMiy^ 
6oo4  StOMhOMiM 


offers  K.D.  and  dealer 
franchises  in  ifs 


post-emergency  expansion 
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Forecasters  Are  Cautiously  Optimistic 
About  Business  In  1953 


Outlook  for  the  future  considered  encouraging 
as  personal  income  and  employment  reach  new  peaks 


PREDICTIONS  about  economic 
conditions  for  1!)5.‘{  by  econo¬ 
mists.  government  experts,  busi¬ 
nessmen,  and  others  all  .seem  to 
strike  a  uniform  note  of  cautious 
optimism.  There  is  }f<'ud  reason  for 
the  optimism  since  economic  con¬ 
ditions  have  .seldom  been  better 
than  they  are  now.  The  reason  for 
the  caution  .seems  to  be  a  feelinj?  on 
the  part  of  the  experts  that  a 
l)eriod  of  frradual  detlation  is  bound 
to  .set  in  .sometime  late  in  195,‘?. 
However  nobody  seems  to  expect 
any  serious  decline  or  recession  in 
the  near  future. 

.Most  building  specialty  dealers 
report  that  business  was  jroofl  <iuv- 
in^r  the  past  year  and  would  have 
been  better  had  it  not  been  for  the 
aluminum  shortage.  Busine.ss  con¬ 
ditions  in  the  building  specialty 
industry  during  the  coming  year 
will  depend  to  a  great  extent  on  the 


amount  of  aluminum  made  avail¬ 
able  to  fabricators,  government  ex¬ 
perts  and  prime  producers  gener¬ 
ally  agree  that  the  shortage  will 
end  by  the  .second  quarter  of  IbStt. 
This  is  encouraging  news  and  offers 
a  basis  for  considerable  oi)timism 
about  the  building  specialty  busi¬ 
ness  during  the  coming  year. 

Personal  Incomes 

.Meanwhile  there  can  be  no  doubt 
about  the  fact  that  we  are  enjoy¬ 
ing  a  very  high  level  of  prosperity 
right  now.  Personal  incomes 
reached  an  annual  rate  of  $258  bil¬ 
lion  this  year — one  billion  above 
the  rate  for  1951. 

Employment  has  reached  an  all 
tim.e  high.  So  much  so  that  econo¬ 
mists  have  had  to  junk  their  tra¬ 
ditional  ideas  about  what  consti¬ 
tutes  the  “rock  bottom”  level  of  un¬ 


employment.  It  used  to  be  thought 
that  our  economy  could  not  run 
etliciently  without  a  ik)o1  of  jobless 
workers  of  about  two  million  yet 
today  national  unemployment  has 
dil)l)ed  below  1,.‘10().()()(),  a  figure 
which  means  that  only  two  workers 
out  of  every  100  is  out  of  work.  At 
the  sann*  time  the  peak  of  the  de¬ 
fense  production  program  is  still 
about  six  to  eight  months  away. 

Most  t*conomic  indicators  j)oint 
to  higher  employment,  higher  pro¬ 
duction  and  higher  income  in  1953 
than  in  1952.  A  recent  survey  by 
the  New  York  Times  among  busi¬ 
ness,  labor,  and  government  econo¬ 
mists  di.sclo.sed  no  .solid  basis  for 
any  expectation  of  a  downturn  in 
business.  If  pre.sent  defen.se  .sched¬ 
ules  are  maintained,  employment 
on  military  contracts  will  remain 
fairly  level  for  a  year  or  18  months 
after  it  climbs  to  its  peak.  In  both 
hard  and  soft  goods,  business  is 
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strong  and  there  are  few  external 
evidences  of  any  weakening  ahead. 

As  a  matter  of  fact,  the  belief 
amonK  some  busine.ssmen  that  1953 
may  brin^:  a  slump  is  simply  based 
on  the  feelinR  that  things  are  just 
too  Kood  to  continue. 

In  a  recent  speech  at  the  Eco¬ 
nomic  Club  of  New  York,  Elliott  V. 
Kell,  editor  and  publisher  of  Busi¬ 
ness  Week  told  his  audience  that 
there  is  “.still  a  tremendous  head  of 
steam  in  the  economic  boiler."  He 
added  that  “measured  by  all  the 
ordinary  indices,  we  are  at,  or  clo.se 
to,  the  highest  peacetime  levels  we 
have  ever  attained  and  the  immedi¬ 
ate  trend  is  still  up. 

“It  has  been  on  the  whole,  a  very 
sober  boom  with  .sinKularly  little 
speculation,”  he  continued.  “But  it 
may  easily  be  time  for  a  chantfe 
here  too.” 

The  .speaker  pointed  out  that  the 
new  Administration  is  pledged  to 
thrift,  frugality,  economy  and  ef¬ 
ficiency,  control  of  infiation  and 
reduction  of  taxes.  At  the  .same 
time  the  farm  program  is  to  be  ex- 
pande<l.  Social  Security  extended 
to  millions  not  now  covered,  re¬ 
clamation  projwts  advanced  and 


‘high-level  employment  and  pros¬ 
perity  maintained,’ 

“What  does  this  all  mean  for  the 
future  of  our  economy'/”  Mr.  Bell 
asked.  “It  mean.s,  I  think,  that  we 
have  come  to  halting  place  in  the 
Age  of  Infiation,  but  that  does  not 
mean  the  new  administration  has 
any  intention  of  launching  an  era 
of  defiat  ion. 


Olin  Industries,  Inc.,  one  of  the 
major  chemical  manufacturers  in 
this  country  received  a  green  light 
from  the  Defense  Production  Ad¬ 
ministration  to  become  the  fifth 
producer  of  primary  aluminum  in 
the  United  States. 

Olin,  which  has  been  dickering 
with  DPA  for  several  months,  was 
i.ssued  a  certificate  of  nece.ssity  for 
the  fast  amortization  of  85  per  cent 
of  a  $123  million  primary  alumi¬ 
num  facility  capable  of  producing 


“The  leaders  of  American  enter- 
pri.se,  particularly  tho.se  who  man¬ 
age  and  direct  large  corporations, 
must  .see  to  it  in  the  months  ahead 
that  the  policies  they  pursue  are 
wise  and  constructive,  not  merely 
from  the  standpoints  of  their  own 
companies,  but  from  the  standpoint 
of  the  whole  country.” 

(Continued  on  Page  69) 


110,000  tons  a  year.  The  site  is  not 
yet  .selected. 

This  gives  to  Olin,  which  has 
never  before  produced  any  alumi¬ 
num,  more  than  half  of  the  third 
round  of  aluminum  expan.sion  au¬ 
thorized  Oct.  1  by  DPA.  The  total 
new  expan.sion  goal  aiinounced  was 
200,000  tons. 

This  is  in  accordance  with  recom¬ 
mendations  made  la.st  summer  by 
the  Joint  Congre.ssional  Defense 
Production  Committee.  It  .strongly 
urged  that  any  additional  dome.stic 
expansion  should  be  done,  in  .so  far 
as  j)os.sible,  by  newcomers  in  the 
field.  Currently,  there  are  four 
other  producer.s — the  big  three  of 
Aluminum  Co.  of  America,  Kai.ser, 
and  Reynolds  Metals,  plus  Anacon¬ 
da  Copper,  which  will  get  into  pro¬ 
duction  late  this  .spring. 

Will  Receive  50% 

In  addition  to  a  certificate  of 
necessity  granting  fast  amortiza¬ 
tion  privileges  for  85  per  cent  of 
the  $123.3  million  primary  alumi¬ 
num  facility,  Olin  al.so  received  a 
certificate  covering  50  per  cent  of 
the  $45.5  million  it  intends  to  .spend 
for  fabrication  facilities. 

The.se  fabrication  facilities,  DPA 
said,  will  consist  of  a  plant  to  pro¬ 
duce  40,000  tons  of  wide,  high- 
strength  aluminum  sheet  and  from 
12,000  to  15,000  tons  of  aluminum 
extrusions. 

(Continued  on  Page  69) 
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Ned  Krosny 


by  NED  KRASNY 

{The  foUou’iiu/  ix  a  speech  de- 
lirered  hp  Mr.  Kraxup  at  the  S'er- 
xica  ci»iventi(>u  hi  Sail  Fraiicixco, 
Oct.  1J)52,  (III  fiehalf  of  the  Xatioiiiit 
Comhi nation  Windoir  &  Door  In- 
xtitnte.) 

THK  subject  I  want  to  discuss  is 
the  storm  window  and  screen 
line  that  I  feel  is  both  feasible  and 
practical  to  handle  in  the  West  and 
Northwest.  I  will  attempt  to  jrive 
you  what  in  my  thinking  are  facts 
about  such  products  as  ours  in  con¬ 
junction  with  your  present  lines. 
All  of  us  are  ac<iuainted  with  all 
or  some  part  of  our  storm-screen 
business. 


All  of  us  know  the  fabulous 
jrrowth  of  our  industry  in  a  very 
short  number  of  years.  I  do  not 
know  of  any  other  industry  that 
has  jrrown  as  soundly  and  as  profit- 


Greater  National  Market  for 
Aluminum  Combinations  Seen 

NCSWDl  speaker  finds  demand  growing 
in  the  mild  climate  areas  of  the  country 

ably  as  ours.  I  will  attempt  to  show  dows  and  doors  and  our  other  by- 


you  who  are  not  now  handling  a 
storm-.screen  .sash  line  that  it  is  a 
very  excellent  field  to  Kt't  into. 

1  would  like  to  point  out  that 
more  and  more  individuals  and 
companies  are  cominjf  into  our  in¬ 
dustry  in  all  parts  of  the  country. 
North,  South,  Kast  and  West. 
Frankly,  this  would  not  happen 
if  the.se  .same  clear  thinking  peo¬ 
ple  did  not  believe  there  were  tre¬ 
mendous  opportunities  for  profit 
making. 

There  are  many  reasons  why  1 
feel  storm-.screen  windows  and 
doors,  etc.  can  be  sold  in  the  We.st 
and  Northwest.  People  buy  our 
commodity  for  many  and  various 
reasons.  They  do  not  always  buy 
for  the  purpose  of  preventing  cold 
from  penetratinK  ^lass  surfaces. 
In  many,  many  instances  they  are 
.sold  to  prevent  conden.sation,  in¬ 
filtration  of  dust,  and  I  have  per- 
.sonally  exploited  and  .sold  storm 
windows  and  doors  to  decrease  the 
load  of  air  conditioning.  The.se  are 
but  a  very  few  reasons  that  can  be 
u.sed  in  promoting  the  .sale  of  our 
products.  There  are  many  more. 

The  roofing  and  sidinjf  industry 
has  commodities,  too,  which  are 
sold  in  a  number  of  ways — and  it 
has  not  always  been  because  a 
building  needs  re-sidinK.  A  jirtxxl 
many  of  the  technicjues  and  I  speak 
of  the  jro(Hl  ones  that  you  now’  use 
in  .selling  your  own  products  can 
also  be  applied  to  ours.  Where  can 
you  find  a  clo.ser  allied  line  to  .sell 
profitably  than  storm-.screen  win- 


pn)ducts?  Where  can  you  find  a 
line  that  would  tit  .so  snugly  into 
your  present  set-ups? 

In  my  opinion  it  is  a  natural  for 
all  of  us  who  handle  commodities 
such  as  ours  to  include  the  siding 
applicator  as  an  excellent  outlet, 
whether  it  be  in  the  Western  or 
any  other  part  of  our  country. 


Let  me  give  you  some  concrete 
facts  that  make  up  the  basis  of 
our  pre.sent  thinking.  The  Com¬ 
pany  I  am  a.s.sociated  with  has  been 
running  full  page  advertisements 
in  a  number  of  building  trade  pub¬ 
lications.  The.se  ads  describe  a  new 
combination  storm-.screen  door  that 
we  have  put  out  on  the  market  and 
al.so  told  about  our  complete  line 
of  i)roduct.s  which  include  combina¬ 
tion  storm-.screen  windows,  indi¬ 
vidual  screens,  .screen  doors,  base¬ 
ment  windows,  etc.  The  response 
we  received  from  these  ads  was 
tremendous.  I’lease  believe  me 
{Continued  on  Pape  70) 
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stroriK  and  there  are  few  external 
evidences  of  any  weakening  ahead. 

As  a  matter  of  fact,  the  belief 
amonjf  some  businessmen  that  195.’} 
may  brinj?  a  slump  is  simply  ba.sed 
on  the  feelinK  that  things  are  just 
too  Kood  to  continue. 

In  a  recent  speech  at  the  h^co- 
nomic  ('lub  of  New  York,  Elliott  V. 
Bell,  editor  and  i)ublisher  of  Biisi- 
ne.ss  Week  told  his  audience  that 
there  is  "still  a  tremendous  head  of 
steam  in  the  economic  boiler.”  He 
added  that  “measured  by  all  the 
ordinary  indices,  we  are  at,  or  clo.se 
to,  the  hijfhe.st  peacetime  levels  we 
have  ever  attained  and  the  immedi¬ 
ate  trend  is  still  up. 

“It  has  been  on  the  whole,  a  very 
.sol)er  boom  with  singularly  little 
speculation,”  he  continued.  “But  it 
may  easily  be  time  for  a  chanj?e 
here  too.” 

The  .sjjeaker  pointed  out  that  the 
new  Administration  is  pledged  to 
thrift,  frugality,  economy  and  ef¬ 
ficiency,  control  of  inflation  and 
reduction  of  taxes.  At  the  .same 
time  the  farm  program  is  to  be  ex¬ 
panded.  Social  Security  extended 
to  millions  not  now  covered,  re¬ 
clamation  projects  advanced  and 


‘high-level  employment  and  pros¬ 
perity  maintained.’ 

“What  does  this  all  mean  for  the 
future  of  our  economy?”  Mr.  Bell 
a.sked.  “It  means,  I  think,  that  we 
have  come  to  halting  place  in  the 
Age  of  Inflation,  but  that  does  not 
mean  the  new  admini.stration  has 
any  intention  of  launching  an  era 
of  deflation. 


“The  leaders  of  American  enter- 
pri.se,  particularly  tho.se  who  man¬ 
age  and  direct  large  corporations, 
mu.st  .see  to  it  in  the  months  ahead 
that  the  policies  they  pursue  are 
wd.se  and  constructive,  not  merely 
from  the  standfwints  of  their  own 
companies,  but  from  the  standpoint 
of  the  whole  country.” 

(Continued  on  Page  69) 


Olin  Industries  Will  Become 
5th  Aluminum  Producer  in  U.S. 


Olin  Industries,  Inc.,  one  of  the 
major  chemical  manufacturers  in 
this  country  received  a  green  light 
from  the  Defen.se  Production  Ad¬ 
ministration  to  become  the  fifth 
producer  of  primary  aluminum  in 
the  United  States. 

Olin,  which  has  been  dickering 
with  DP  A  for  several  months,  w’as 
i.s.sued  a  certificate  of  nece.ssity  for 
the  fast  amortization  of  85  per  cent 
of  a  $12.‘)  million  primary  alumi¬ 
num  facility  capable  of  producing 


110,000  tons  a  year.  The  site  is  not 
yet  selected. 

This  gives  to  Olin,  which  has 
never  before  produced  any  alumi¬ 
num,  more  than  half  of  the  third 
round  of  aluminum  expansion  au¬ 
thorized  Oct.  1  by  DPA.  The  total 
new  expansion  goal  announced  was 
200,000  tons. 

This  is  in  accordance  with  recom¬ 
mendations  made  la.st  summer  by 
the  Joint  Congressional  Defen.se 
Production  Committee.  It  strongly 
urged  that  any  additional  domestic 
expansion  should  be  done,  in  .so  far 
as  possible,  by  newcomers  in  the 
field.  Currently,  there  are  four 
other  producers — the  big  three  of 
Aluminum  Co.  of  America,  Kai.ser, 
and  Reynolds  Metal.s,  plus  Anacon¬ 
da  Copper,  which  will  get  into  pro¬ 
duction  late  this  spring. 

Will  Receive  .■>0% 

In  addition  to  a  certificate  of 
necessity  granting  fast  amortiza¬ 
tion  privileges  for  85  per  cent  of 
the  $123.3  million  primary  alumi¬ 
num  facility,  Olin  al.so  received  a 
certificate  covering  50  per  cent  of 
the  $45.5  million  it  intends  to  spend 
for  fabrication  facilities. 

The.se  fabrication  facilities,  DPA 
said,  will  consist  of  a  plant  tt)  pro¬ 
duce  40,000  tons  of  wide,  high- 
.strength  aluminum  sheet  and  from 
12,000  to  15,000  tons  of  aluminum 
e.x’rusions. 

(Continued  on  Page  69) 
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Greatei  National  Market  for 
Alnminum  Combinations  Seen 


Ned  Krasny 


by  NED  KRASNY 

{The  foUoiriu!/  is  a  speech  de¬ 
livered  hit  Mr.  Krasiiif  at  the  Ser- 
sica  convention  in  Son  Francisco, 
Oct.  1952,  on  hehnif  of  the  Xational 
Combination  Windoiv  &  Door  In¬ 
stitute.) 

THK  subject  I  want  to  discuss  is 
the  storm  window  and  screen 
line  that  I  feel  is  both  feasible  and 
practical  to  handle  in  the  West  and 
Northwest.  I  will  attempt  to  jrive 
you  what  in  my  thinking  are  facts 
about  such  products  as  ours  in  con¬ 
junction  with  your  present  lines. 
All  of  us  are  acquainted  with  all 
or  some  part  of  our  storm-screen 
busine.ss. 


All  of  us  know  the  fabulous 
irrowth  of  our  industry  in  a  very 
short  number  of  years.  I  do  not 
know  of  any  other  industry  that 
has  jrrown  as  .soundly  and  as  profit¬ 


NCSWDI  speaker  finds  demand  growing 
in  the  mild  climate  areas  of  the  country 


ably  as  ours.  I  will  attempt  to  show 
you  who  are  not  now  handling  a 
storm-.screen  .sash  line  that  it  is  a 
very  excellent  field  to  get  into. 

I  would  like  to  point  out  that 
more  and  more  individuals  and 
companies  are  coming  into  our  in¬ 
dustry  in  all  parts  of  the  country. 
North,  South,  East  and  VV'est. 
FYankly,  this  would  not  happen 
if  the.se  same  clear  thinking  peo¬ 
ple  did  not  believe  there  were  tre¬ 
mendous  opportunities  for  profit 
making. 

There  are  many  reasons  why  I 
feel  storm-.screen  w'indows  and 
doors,  etc.  can  be  sold  in  the  West 
and  Northwest.  I’eople  buy  our 
commodity  for  many  and  various 
reasons.  They  do  not  always  buy 
for  the  purpose  of  preventing  cold 
from  penetrating  glass  surfaces. 
In  many,  many  instances  they  are 
sold  to  prevent  condensation,  in¬ 
filtration  of  dust,  and  I  have  per- 
.sonally  exploited  and  sold  storm 
windows  and  doors  to  decrea.se  the 
load  of  air  conditioning.  These  are 
but  a  very  few  reasons  that  can  be 
u.sed  in  promoting  the  .sale  of  our 
j)roduct.s.  There  are  many  more. 

The  roofing  and  siding  industry 
has  commodities,  too,  which  are 
sold  in  a  number  of  way.s — and  it 
has  not  always  been  because  a 
building  needs  re-siding.  A  gcMxl 
many  of  the  techniques  and  I  speak 
of  the  good  ones  that  you  now  use 
in  .selling  your  own  products  can 
also  be  applied  to  ours.  Where  can 
you  find  a  closer  allied  line  to  .sell 
profitably  than  storm-screen  win- 


(iows  and  doors  and  our  other  by¬ 
products?  Where  can  you  find  a 
line  that  would  fit  .so  snugly  into 
your  pre.sent  .set-ups? 

In  my  opinion  it  is  a  natural  for 
all  of  us  who  handle  commodities 
such  as  ours  to  include  the  siding 
applicator  as  an  excellent  outlet, 
whether  it  be  in  the  VV'e.stern  or 
any  other  part  of  our  country. 


Let  me  give  you  some  concrete 
facts  that  make  up  the  basis  of 
our  pre.sent  thinking.  The  Com¬ 
pany  I  am  as.sociated  with  has  been 
running  full  page  advertisements 
in  a  number  of  building  trade  pub¬ 
lications.  The.se  ads  de.scribe  a  new 
combination  storm-screen  door  that 
we  have  put  out  on  the  market  and 
al.so  told  about  our  complete  line 
of  products  which  include  combina¬ 
tion  storm-.screen  windows,  indi¬ 
vidual  screens,  screen  doors,  base¬ 
ment  windows,  etc.  The  response 
we  received  from  these  ads  was 
tremendous.  Plea.se  believe  me 
(Continued  on  Pape  70) 
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Left:  Over-size 
Rapp  truck  sigis 
ore  eicellent  ad¬ 
vertisements  for 
the  company. 


Making  Cnstomer  Feel  Yon  Have 


REAL  INTEREST  in  Him  SeUs  Windows 


Above:  Harold  Rapp  checks  display  unit  for 
ease  of  operation. 


Above:  Exterior  store  view  shows  large  at¬ 
tention-getting  outdoor  sign. 


by  LOUIS  NILER, 
Special  Correspondent, 
Building  Specialties 


“TT^VERY  cu.sitonier,  a  potential 
'.salesman”  is  apparently  no 
mere  .saying  with  Mr.  Harold 
Rapp.  Several  hours  of  conversa¬ 
tion  with  this  soft-s])oken  yoiin'r 
man.  tojrether  with  my  ob.st>rvation 
«)f  his  business  in  o))eration,  con- 
vinct'd  me  he  said  what  he  meant 
and  meant  what  he  .said. 

After  doinjr  his  .si)ell  in  the 
Armed  Forces,  he  became  an  in¬ 
surance  aKent.  For  beinjr  the  top- 
IliKht  .salesman  of  the  company  he 
received  a  }jr<>hl  watch  and  the  mu¬ 
nificent  income  i»f  $,‘{200  per  an¬ 
num.  That  was  not  for  him.  One 
day  he  answered  an  ad  for  a  storm- 
window  .salesman.  He  took  the  job 
and  within  a  short  time  became  a 
|)artner  in  the  firm.  However  the 
conservative,  unimaginative  |)rac- 
tices  of  his  partners  did  not  coin¬ 
cide  with  his  own  energetic  tem- 
|)erament.  A  little  over  a  year  ajro. 
he  .set  up  his  own  busine.ss  at  lSr>(» 
Hud.sot)  Boulevard,  Jersey  City. 
N.  J. 

At  that  address  1  saw  a  small, 
unj>retentious  store  whose  sole 
adornment  is  a  lar}?e  neon  sij^n,  as 
lar^e  as  zoninjr  restrictions  would 
permit.  Althouy:h  Mr.  Raj)])  does 
not  depend  on  walk-in  trade,  the 
.si}fn  has  more  than  jiaid  for  itself. 


Left:  A  Rapp  Sales  Co.  window  display 
catches  a  passerby's  eye. 


“If  you  don’t  cater  to  street  trade, 
why  the  elaborate  sijrn?”  I  in¬ 
quired.  “Its  main  purpo.se  is  to 
show  that  Rapp  Sales  Company  is 
here  to  slay.”  Behind  the  simply 
furnished  office  is  a  workshop  and 
.storage  space  for  JOO  windows.  The 
rest  of  the  set-up  consists  of  two 
small  delivery  trucks  and  a  ton- 
and-a-half  van,  resplendent  with 
billboards  advertisinj?  Rapp  Sales 
Company  with  lavish  desijrn  and 
color. 

The  perambulating  billboards 
can  Im*  .seen  by  anyone  within  a  ra¬ 
dius  of  two  or  three  blocks  and 
have  brought  on  the  averajre  three 
in(|uiries  a  day.  “And  wait  till  you 
.see  the  truck  I’m  e.\pectin}i:  next 
week.  It  oujrht  to  brin^  ten  in- 
(piiries !” 

Storm-windows  are  Mr.  Raj)p’.s 
specialty.  The  aluminum  Ki'iHes. 
awnings,  radiator  enclosures  and 
Venetian  blinds  that  he  keeps  as 
.samples  behind  the  iilate  -  jrlass 
front  are  merely  accommodations 
for  his  customers. 

Rapp  obtains  his  storm  windows 
from  Nash  Mfjr.  Co.  in  Lonp 
Branch.  N.  J. 

He  is  being- constantly  bombarded 
with  reciuests  for  these  home  im¬ 
provements,  but  he  is  .satisfied  with 
800  windows  a  month  sales  aver¬ 
age  and  resi.sts  the  temptation  of 
handling  other  .saleable  items.  “If 
I’m  going  to  expand — and  I  am¬ 
i’ll  do  it  with  windows.  I  don’t 
want  to  spread  myself  out  thin.” 

His  confidence  in  future  pros¬ 
pects  of  expansion  is  in  large  meas- 
(Coutiumd  on  Pn<ip  73) 


Visitors  and  exhibitors  look  over 

NERSICA  west  coast  convention 


1 — Irving  J.  Most  (left)  and  Ned  Krosny  of  Alumotic  Corp  of 
America  pose  for  the  photographer  in  front  of  on  aluminum 
combination  door.  2 — Simon  Perlmutter,  Vice  Pres,  in  charge  of 
sales  and  technical  development  (left),  Jack  Goodman,  and  Max 
Goodman,  President,  (right)  of  Old  Quaker  Paint  Co.  and  Atomas* 
tic  Corp.  on  the  alert  for  customers  at  their  exhibit.  3 — William 
Graef,  Pres,  of  Pormco,  Inc.,  (left)  demonstrates  aluminum 
storm  and  screen  door  mode  by  his  company.  4 — Personnel  of 
the  Ludman  Corp.  demonstrates  glass  jalousies  at  the  company 
booth.  In  the  bock  ground  is  a  gloss  jalousie  unit  fitted  into 
a  door. 


5 — Harold  Horowitx,  President  of  the  Weather-Proof  Co.  (fore¬ 
ground,  second  from  right)  studies  the  display  of  one  of  the 
exhibitors.  6 — Bernard  van  Duxer,  President  of  the  Victor  Tool 
and  Machine  Co.,  (left)  and  H.  W.  Williams  show  how  their  fold¬ 
ing  aluminum  awning  works.  7 — Seated  on  the  platform  (L.  to  R.) 
are  Ray  Messersmith,  Clearview  Co.;  Fred  Mott,  United  Credits 
Corp.;  James  D.  Mitchell,  American  Trust  Co.;  L.  A.  Randall, 
NERSICA  president;  Ernest  Upshaw  NERSICA  director;  Al  Riskin, 
conference  chairman;  C.  N.  Nichols,  Mng.  Director  of  NERSICA; 
L.  Murphy;  J.  W.  Harms;  and  Don  Thomas.  8 — Elliott  Mesnick, 
Pres,  of  Emco  Cement  Products  Co.,  (2nd  from  right). 
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Sell  Venetian  Blinds  As  a  Service 


—Photo  courtesy  Ilunter  Doughs  Corp. 


Make  your  customer  feel 
you  are  giving  her  more 
by  offering  your  services 
as  a  window  covering 
specialist 


by  MILTON  COMICK 
Advertising  Mgr. 
Hunter  Douglas  Corp. 


Inset  in  tlie  above  illustration  shews  extended  head  which  eliminates  special  traverse 
rods  tor  drapes.  Installation  ot  this  type  sove  time  and  money  tor  customers. 


TF  YOU’RE  Kt'ttiriK  orders  for 

Venetian  blinds,  you’re  more 
than  ju.st  a  Venetian  blind  .sales¬ 
man.  If  you  are  profitably  selling 
Venetian  blinds,  you  are  not  .selliiiK 
Mrs.  Housewife  a  .set  of  slats,  tapes 
and  cords,  rails  and  mechani.sm. 
You  are  .selling  her  a  service,  a 
means  of  not  only  controlling  light 
and  air,  but,  more  important  to 
her,  an  item  of  decorative  value 
which  should  blend  in  with  the  rest 
of  her  home  furnishings. 

If  you  call  on  a  prosjiective  cus¬ 
tomer  ju.st  to  .sell  a  Venetian  blind, 
the  only  t(K)l  with  which  you  have 
to  work  is  price  and,  as  we  all 
know,  there  is  always  some  one 
who  can  make  a  similar  product 
for  a  little  le.ss  and  make  it  look 
exactly  like  the  one  you  are  .selling. 

Let’s  get  out  of  the  rut  of  just 
iK'ing  jieddlers  and  join  the  select 
but  small  group  of  salesmen  who 
.sell  a  .service  and  the  advantages 
which  their  pnnlucts  have.  Remem¬ 
ber,  the  consumer  dix's  the  major 
portion  of  her  buying  from  people 
who  are  able  to  do  more  than  w  rap 
a  package  and  ring  a  cash  regi.ster. 


Venetian  blinds  can  become  a 
very  important  item  of  decoration 
and  your  Venetian  blind  can  be  a 
little  better  than  tho.se  which  your 
competition  is  selling  if  you  point 
out  the  advantages,  pUof  offering 
your  ideas  and  suggestions  in  the 
way  it  can  be  u.sed. 

Your  prospective  cu.stomer 
judges  you  primarily  by  the  value 
you  i)lace  on  your  own  .services. 
If  you  repre.sent  yourself  as  a  Ve¬ 
netian  blind  salesman  only,  you 
automatically  sugge.st  that  the  con¬ 
sumer  go  out  and  shop  around 
among  other  salesmen  becau.se 
price  becomes  the  most  important 
factor. 

If  you  repre.sent  your.self  as  a 
window  covering  speciali.st  and  of¬ 
fer  constructive  suggestions,  you 
immediately  minimize  the  price 
question  and  bring  the  other  im¬ 
portant  factors  to  the  fore.  There 
are  many  features  available  in 


pre.sent  day  Venetian  blinds  which, 
if  pointed  out  to  the  consumer,  im¬ 
mediately  suggest  window  treat¬ 
ments  about  which  she  had  not 
thought.  These  suggestions  put  you 
in  the  cla.ss  of  a  speciali.st  upon 
whom  your  contact  can  rely. 

If  more  salesmen  would  follow 
the  simple  rule  of  allowing  their 
prospective  customer  to  talk  long 
enough  to  .state  her  problems  and 
que.stions,  they  would  find  it  much 
easier  to  answer  the.se  questions  in 
the  manner  which  would  be  to  their 
own  greatest  advantage. 

Every  i)urcha.ser  wants  to  talk 
about  the  item  she  wishes  to  buy. 
It  is  important  to  her.  Agree  with 
her  on  the  importance  of  her  pur- 
cha.se  and  you  will  find  that  the 
wall  of  sales  resi.stance — which  is 
always  pre.sent  in  the  buyer’s  sub¬ 
conscious  mind — lowers  consider¬ 
ably,  allowing  you  to  make  the  type 
of  sale  you  want. 
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Door  grille,  porch  columns,  and  railings 
combine  the  decorative  and  practical  ele¬ 
ments  that  characterise  ornamental  iron. 

Ph‘>tos  t'ourtfsy  Tt'uHt'sst'f  h'abriiattHii  C». 


From  Data  Furnished  By 
Tennessee  Fabricating  Co. 


(Conclusion  of  a  two  part  article  which 
began  in  the  November  issue. I 

rpHAT  dealer  business  in  the 
ornamental  iron  field  is  a  very 
profitable  and  rapidly  expanding 
one  is  borne  out  by  the  following 
reports  from  dealers  in  various 
parts  of  the  country. 

An  aluminum  awning  company 
in  Denver,  Colorado:  This  company 
began  .selling  a  new  line  of  orna¬ 
mental  iron  and  in  the  first  five 
month  period  purchased  slightly  in 
excess  of  $12,000  worth.  During 
their  first  few  months,  .sales  were 
slow,  but  during  the  fourth  and 
fifth  month.s,  gained  momentum. 
E.stimated  purcha.ses  for  the  first 
twelve  months  of  operation  are  be¬ 
tween  $40,000  and  $50,000.  The 
company  u.ses  a  markup  of  116^v 
over  cost. 

An  aluminum  awning  company 
in  Phoenix,  Arizona:  Within  the 
first  thirty  days  after  taking  a  line 
of  ornamental  iron,  this  company 
purcha.sed  $2,400  w'orth.  Markup 
in  this  ca.se  was  116  also,  and 
it  is  believed  that  ultimate  .sales 


will  exceed  tho.se  of  the  Denver 
firm,  above. 

A  building  materials  company 
in  Little  Rock,  Arkan.<a.s:  This 
company  is  in  a  small  city  of  about 
100,000.  Sales  for  the  jiast  twelve 
month.s  have  exceeded  $:t6.000. 
That’s  $:LOOO  per  month  with  a 
profitable  markup  of  60'f.  It  is 
intere.sting  to  note  that  this  com- 
l)any,  which  sells  many  other  items 
beside  ornamental  iron,  did  not  do 
any  advertising  whatsoever  on  the 
product.  It  is  felt  that  with  ad¬ 
vertising,  it  would  be  pos.'^ible  to 
treble  the  sales  volume  in  a  short 


period  of  time.  However,  any 
operation  of  $;L000  a  month  with 
a  singular  .sale  and  small  inve.st- 
ment  must  be  considered  very 
good. 

The  average  dealer  investment, 
it  is  to  be  remembered,  is  less  than 
$500.  p]ven  if  the  inve.stments  were 
$1,000,  dealers  are  turning  this  in¬ 
ventory  from  twenty-four  to  thirty- 
six  times  a  year.  The  average  turn¬ 
over  of  a  building  specialties  hou.se 
is  twelve  times  a  year. 

A  lumber  company  in  El  Dorado, 
Arkansas:  This  hou.se  is  a  specialty 
organization  as  is  any  other  of  our 


Graceful  iron  columns  of  an  ornate  leaf  de-  Ironwork  need  not  be  ornate  at  Hie  simple 

sign  add  striking  beauty  to  this  small  home.  design  illustrates  here. 
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present-day  lumber  yards  in  small 
cities,  p]l  Dorado,  a  booming  oil 
town,  has  just  begun  expanding; 
attractive  homes  are  being  built, 
and  recently,  within  a  period  of 
thirty  days,  this  company  made 
two  .sales,  both  of  which  exceeded 
$2,000  per  in.stallation.  Mr.  J.  co¬ 
owner  of  the  company,  is  very 
much  enthu.sed  over  ornamental 
iron  and  feels  that  he  will  be  one 
of  the  outstanding  dealers  of  the 
nation  in  that  phase. 

N —  H —  Specialty  Company; 
two  stores,  Beaumont,  and  Port 
Arthur,  Texas.  This  company  has 
had  a  continued  operation  in  orna¬ 
mental  iron  over  a  period  of  time. 
They  are  locate(i  in  small  cities, 
have  small  operations,  one  a  two- 
man  organization,  but  their  com¬ 
bined  .sales  for  the  past  year  have 
l>een  approximately  $32,000.  Mark¬ 
up  in  this  case  was  65%. 

(Varying  markups  are  due,  of 
course,  to  hxral  conditions.  One 
manufacturer  recommends  a  mark¬ 
up  of  60'<  on  its  entire  line,  but 
advi.ses  that  this  figure  must  nec- 
es.sarily  vary  because  of  the  com¬ 
petition  of  small  shops  in  particu¬ 
lar  areas,  etc.) 

K —  B —  &  M —  St.  Ix)uis,  Mis¬ 
souri  :  This  company  is  one  of  the 
outstanding  dealers  in  ornamental 
iron  and  can  probably  offer  one  of 


the  best  examples  of  promotional 
.sales  in  the  nation.  They  had  a 
small  shop  of  their  own  originally 
and  made  their  own  ironwork. 
However,  since  turning  to  a  na¬ 
tional  manufacturer,  they  have  suc¬ 
ceeded  in  increasing  their  volume 
of  business  from  $24,000  annually 
to  over  $50,000  annually,  this  in- 
crea.se  in  less  than  two  years.  This 
points  to  what  can  be  done  by  na¬ 
tional  advertising  and  using  na¬ 
tionally  adverti.sed  acceptance. 

The  above  are  just  a  few  ex¬ 
amples  of  the  many  available;  but 
they  are  typical.  Dealers  handling 
ornamental  iron  are  in  an  expand¬ 
ing  field,  and  there  are  indications 
that  the  product  will  be  one  of  the 
predominant  building  materials  of 
the  nation  within  the  next  few 
years. 

In  conclusion,  it  might  be  well 
to  mention  the  small  town  of 
Clarksdale,  Mi.ssissippi,  a  town  of 
le.ss  than  12,000  people.  In  this 
city  there  are  three  dealers,  each 
of  which  is  doing  about  $1,000  a 
month  in  ornamental  iron  and  none 
having  an  inve.stment  exceeding 
$300.  Competition  is  obviously 
“good  for  the  trade,”  and  orna¬ 
mental  iron,  displayed  and  handled 
properly,  can  clearly  be  one  of 
the  mo.st  profitable  groups  of  items 

specialty  dealer  can  stock. 


AHractive  ironwork  accessories,  like  the 
moilboi  shown  above,  bring  dealers  extra 
profit, 

Hhtstrntunts  couitfsy  Trttnrssi'f  hahricating  Co 


One  of  the  many  screen  door  grille  designs 
which  the  dealer  in  ornamental  iron  can 
offer  to  his  customers. 
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Fifth  in  a  series  of  articles  by  David  S. 
Norris  on  selling  combination  windows 


Sated  Jitter  uo 
c4U  Saledmen 


Use  familiar  objects  when  making 
comparisons  in  a  sales  talk 


Mr.  William  Jones 
255  Elm  Street 
Youngstown,  Ohio 

Dear  Bill; 


In  selling  storm  windows  there  are  many  approaches  to  and 
reasons  why  the  home  owner  should  purchase  our  product.  Heat 
loss  through  window  glass  is  one  of  the  important  reasons. 

In  discussing  heat  loss  with  a  prospect,  make  use  of  a 
familiar,  every  day  object  to  simplify  your  explanation.  For 
example,  if  you  wish  to  talk  about  the  size  of  a  hole  in  a  wall, 
mention  a  paving  brick.  Most  people  can  visualize  a  paving 
brick  or  an  object  about  that  size  in  their  minds*  eye. 


A  reliable  heating  institute  has  come  up  with  the  information 
that  the  loss  through  and  around  a  normal  sized  window  without 
storm  window  coverage,  will  equal  the  area  of  an  unprotected  open 
hole  the  size  of  a  paving  brick.  In  other  words,  if  the  side  wall 
of  your  house  had  no  windows  at  all,  but  every  now  and  then  an  opening 
the  size  of  a  paving  brick,  this  would  represent  the  heat  loss 
through  a  normal  window. 


To  make  this  more  impressive,  we  must  realize  the  average  home 
has  about  15  windows.  Multiply  this  15  by  the  amount  of  area  of  a 
paving  brick  and  you  can  then  realize  what  a  large  unprotected 
area  you  are  pumping  precious  heat  through.  It  would  seem  almost 
impossible  to  believe  that  we  can  make  enough  B.T.U. 's  of  heat 
in  our  furnace  to  fill  this  heating  loss  and  still  stay  warm.  By 
applying  a  storm  window  to  a  normal  opening,  35%  of  this  loss  is 
immediately  stopped.  Drafts  are  eliminated  and  constant  temperature 
maintained. 


Good  Hunting, 


^avid  S.  or  rid 
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Home  Show  Exhibits 


Can  Be  Improved  with  Expert  Help 


Port  I 


by  SIDNEY  WASSCRMAN 
SoIm  Mana^M 
MacMuUra  AssociatM 


PRODUCTS  are  their  own  best 
salesmen.  For  that  rea.son  trade 
shows  in  the  home  improvement 
and  building  specialty  field  have 
come  into  exi.stence.  There  is  noth¬ 
ing  like  .seeing  the  genuine  article 
in  its  proper  setting.  It  is  In'tter 
than  the  best  verbal  de.scription, 
fancy  folder,  whiz  bang  letter  or 
even  a  combination  of  all  three  of 
the.se  important  .sales  aids.  And 
there  is  nothing  like  a  home  show 
to  exhibit  your  product  to  its  best 
advantage. 


The  business  show  is  the  ideal 
place  for  making  sales.  We  find 
this  perfect  combination : 

1.  Your  product  is  dramatically 
pre.sented  and  fully  explained  in 
easily  understood  language  and 
diagrams.  The  prospect  can  not 
only  .see,  but  touch  and  examine 
your  product  at  clo.se  range. 

2.  Your  salentnen  are  present  to 
sell  your  company  as  w'ell  as  your 
product,  to  answer  questions,  and 
to  provide  the  personal  touch  that 
no  amount  of  correspondence  can 
duplicate. 

3.  Your  snlen  literature  bolsters 
your  display  and  .salesmen  with 
charts,  facts  and  figures.  When 
prospects  leave  your  booth  they 


Th«M  cemplat*  product'and-ttory  diiplay 
panels  from  o  larpa  Johnt-Monvilla  Exhibit 
shew  the  use  ef  e  local  dealer  overhead  ban¬ 
ner.  Note  space-saving  design  far  pulling 
out  samples  in  lower  half  of  right  panel. 


take  this  literature  which  has  been 
given  greater  character  and  mean¬ 
ing  by  your  exhibit. 

4.  Psychology  is  on  your  side. 
The  buyer  comes  to  you  of  his  own 
free  will  as  an  invited  gue.st.  You 
are  not  imposing  on  his  bu.sy  day. 
He  is  giving  you  his  undivided  at¬ 
tention  and  the  .sales  opportunity 
of  a  lifetime.  Among  your  visitors 
will  be  top  policy  making  execu¬ 
tives  whose  doors  are  rarely  open 
to  .sale.smen.  If  the  show  is  a  home 
show  for  the  general  public,  many 
of  your  visitors  have  definite  home 
improvement  projects  in  mind  and 
(Coufitiued  on  Page  84) 


Naw  York  Wire  Cloth  Compony  exhibit,  left,  showing  its  prod¬ 
ucts  in  construction  setting.  Fountain  with  water  running  on 
screening  dramatises  product's  rust-  and  dust-proof  features. 


An  attractive  Johns-Manville  exhibit,  right.  Seven  individual 
units  may  be  used  separately  to  present  different  products. 
Designed  and  constructed  by  Mocmullen  Associates. 
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ATOM  ASTI  € 


Tll»* 


t«s 


NO  CHECKINO,  CHimNO,  FUKINO  or  HiUNO  HERII 

.  .  and  litti*  evidtnc*  of  d«f«rioration  or  weothoring  in  thU  rocont 
pictur*  of  o  Los  Angtitt  oportmont  house  coofed  with  Atomastic  in 
19321 

Not  just  words,  or  accelerated  laboratory  test  reports,  but  actual  proof 
in  the  field,  that  Atomastic  far  outlasts  its  factory  warranty. 

Another  reason  why  Old  Quaker  Atomastic  is  the  leader  in  the  field 
of  pressure-sprayed  mastic  sidewall  coatings  .  .  .  it's  proven  by 
nation-wide  performance  to  be  tops  in  reliability,  quality,  reputation 
and  sales  appeal. 


Atomastic.  Our  factory  ropresantative  will  train  your 
saloimon  and  applicators.  Write  today. 

OLD  QUAKER  PAINT  COMPANY 

1977  Blake  Avenue, 
Lot  Angeles  39, 
California 


Otto  Hostold 


N.  J.  Dealer  Makes 


Jalousies  His  Specialty 


/  \TT()  iiasHold,  oiie-timc  success- 
ful  storm-window  salesman, 
has  switched  to  jalousies  as  his 
specialty.  Not  that  he  thinks  le.ss 
of  storm-windows,  but  he  thinks 
more  of  jalousies  as  his  career. 

'I'vvo  years  a^o,  while  canvassinK 
in  Pali.sades  Park,  New'  Jersey, 
with  storm-window’s,  he  noticed  a 
hou.se  with  jalousies  around 

the  porch.  It  was  the  first  time  he 
had  ever  seen  them.  He  was  imme¬ 
diately  impressed  by  their  .smart 
a|)pearance.  These  ‘Vlass  Venetian 
blinds”  intri^rued  him.  He  l)eKan 
makiiiK  impiiries  about  this  attrac¬ 
tive  product. 

His  friends  who  happened  to 
kiutw  .somethinjr  about  jalousies 
tried  to  di.scourajfe  his  interest — 
for  his  own  >rood.  Jalousies  were 
strictly  a  southern  item.  only 
for  tropic  climate,  no  jj:(K)d  for  cold 
weather:  they  would  be  a  “bust” 
up  North;  better  .stick  with  a  sure. 


.safe  thiiiK  like  .storm-windows,  they 
insisted. 

But  Mr.  Ha.s.sold,  at  thirty,  was 
a  pretty  determined  youiiK  nian 
with  vision.  He  refu.sed  to  be  di.s- 
coura^cd.  His  .selling  sen.se  smelled 
a  jfood  thiiiK — and  no  real  comi)e- 
tition  in  the  field.  He  decided  to 
make  a  thorough  survey  for  him- 
.self.  So,  he  t(K)k  a  trip  South  and 
went  around  looking  at  different 
jalousies.  He  got  to  see  contractors 
and  builders  who  had  installed 
jalousies  and  asked  millions  of 
questions.  He  even  looked  up  ja¬ 
lousie  manufacturers.  That’s  how 
he  met  Mr.  Van  Huff  of  Pro- 
Tect-U  Jalousie  Corp.  The  young 
inve.stigator  was  taken  on  a  tour 
of  inspection  through  plants  and 
storerooms.  He  visited  many  homes 
with  jalousied  windows  and  doors. 
The  more  he  .saw’,  the  more  enthu¬ 
siastic  he  became. 

He  learned  everything  there  was 


to  know  about  jalousies,  including 
w'hy  they  are  called  jalousies. 
“Jalousie  is  a  French  word.  It 
means  envy,”  and  he  adds,  “it’s  a 
smart  word  for  a  smart  product 
because  jalousies  are  the  envy  of 
anyone  who  doesn’t  have  them  and 
sees  them  in  .somebody  el.se’s 
home.” 

After  his  tour  of  the  South,  Mr. 
Ha.ssold  returned  to  New  Jersey 
armed  with  a  library  of  facts,  a 
.store-room  of  jalousie  models  and 
a  greater  enthusiasm  than  ever.  He 
was  in  the  jalousie  busine.ss  now. 
He  started  the  firm  of  Delta  Prod¬ 
ucts  and  in  the  fir.st  three  months 
of  operation,  .sales  shot  way  up. 
That  confirmed  his  confidence  in 
jalousies.  He  was  convinced  ja¬ 
lousies  were  here  to  stay;  they 
could  be  .sold  north  of  the  Ma.son- 
Dixon  Line. 

After  Mr.  Ha.s.sold  was  with 
Delta  for  a  year,  Mr.  Van  Huff  ap¬ 
pointed  him  northern  representa¬ 
tive.  Now,  going  on  32,  Mr.  Ha.s¬ 
sold  holds  a  respon.sible  administra¬ 
tive  job.  But  he  is  still  a  salesman 
at  heart.  When  he  demonstrates 
the  jalousies  adapted  for  cold  cli¬ 
mate,  he  is  like  a  youngster  show¬ 
ing  off  a  new  erector  set.  However, 
behind  the  youthful  enthusiasm  is 
an  astute  busine.ss  and  organiza- 
{CoiitiHued  on  Page  81) 

PkotOi  courtesy  Vro-Teci  V  Jalousie  Co. 

Interior  and  eeterior  views  of  a  porch  en¬ 
closed  with  gloss  iolousies.  This  installation 
is  one  of  many  in  northern  areas. 
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^f£tV  Products— Ideas— Methods 

{Continued  from  Page  25) 


Other  “Kurofrost”  products  in¬ 
clude  the  manufacture  of  wood  and 
aluminum  screens,  wood  and  alumi¬ 
num  combination  storm  doors, 
combination  storm  windows,  and 
panel  sash  for  steel  casements. 

*  4c  4t 

Flintkote  Introduces 
Weathered  White  Sidings 


The  tremendously  popular  Klint- 
kote  Stri-Color  line  of  asbestos- 
cement  sidinjrs  has  been  recently 
enlarjjed  to  include  the  latest  in 
modern  siding  design  and  color — 
Weathered  White. 

This  new  siding  combines  a 
hand.some  Flintkote  lipht  ^ray 
striated  line  embossed  into  a  white 
backKround,  KivinK  the  shinjrle  an 
attractive  “weathered  white" 
effect. 

Ideal  for  either  new  construction 
or  modernization,  beautiful  Weath¬ 
ered  White  Sidings  are  now  avail¬ 
able  throufrh  all  h'lintkote  distribu¬ 
tors. 

4c  4i  « 

Twin  Plastic  Wall  Tile 

Color  and  variety  are  the  out- 
standinK  features  claimed  for  a 
new  twin  line  of  Polystyrene  plastic 
wall  tile.  This  4i/4."x4i/|,"  tile,  called 
“HidKetile,"  is  molded  in  23  dis¬ 
tinctive  colors,  which  reportedly 
will  take  care  of  any  possible  color 
.scheme. 

Marbleized  colors  are  included ; 
having  no  swirls  in  their  design, 
no  maintenance  of  a  “marble  pat¬ 
tern"  is  nece.s.sary.  Likewi.se,  the 


tile  can  be  installed  w'ith  or  with¬ 
out  )rroutin>>:.  The  9"x9''  tile,  called 
“Kidyewall.”  is  molded  in  eight 
harmonious  .shades. 

A  distinctly  different  type  of 
product  from  “Uidgetile"  (which 
is  intended  mainly  for  bathrooms, 
powder  namis  and  kitchens), 
“Uidgewall”  is  intended  for  offices, 
dens,  pla.vrooms,  lobbies  and  insti¬ 
tutional  applications. 

An  additional  feature  is  the  fact 
that  “Ridgewall"  will  not  .scratch. 
Kvery  size  and  shape  of  trim  pieces 
is  included  in  the  company’s 
“Ridgetile”  line,  a  total  of  15  items 
molded  in  14  colors.  Maile  by  Ridge 
Plastics  Company. 

«  *  * 

New  Aluminum 
Louver  Window 

The  first  aluminum  louver  win¬ 
dow  to  be  manufactured  in  the 
North  is  being  offered  by  East 
Coast  Industries  through  its  affili¬ 
ated  dealers,  it  has  been  announced 
by  Norman  J.  Edelmann,  executive 
vice-president.  The  window,  which 
is  equipped  with  interchangeable 
storm  and  screen  panels,  will  even¬ 
tually  be  .sold  throughout  the  coun¬ 
try  through  franchi.se  dealerships, 
a  number  of  which  are  still  open. 

The  East  ('oast  louver  is  priced 
to  reflect  the  freight  charges  saved 
by  being  manufactured  in  the 
•North,  thus  eliminating  the  ship¬ 
ment  of  aluminum  extrusions  South 
and  the  re-shipment  of  the  finished 
windows  North,  it  was  stated. 

♦  ♦  ♦ 

New  Surfacing  For  Ruberoid 
Asbestos  Siding 

A  new  improved  surfacing  for 
(^olor  Grained,  the  decorator  -  de¬ 
signed  asbe.stos  siding  recently  in¬ 
troduced  by  The  Ruberoid  Co.,  has 
been  announced. 


DUROC,  as  the  new  finish  is 
called,  is  a  development  of  the 
Ruberoid  re.search  .staff  which,  ac¬ 
cording  to  the  announcement,  both 
enhances  the  appearance  of  the  sid¬ 
ing  and  provides  a  protective  coat¬ 
ing  against  dirt,  stain,  wear  and 
weather.  Among  the  valuable  spe¬ 
cific  advantages  claimed  for 
I)URO(’  are  that  it  adds  a  lustrous 
surface,  highlights  the  unique 
“.shake”  texture  of  the  siding,  and 
keeps  the  attractive  duo-tone  colors 
bright  and  fresh  indefinitely. 

*  *  4t 

Bronze  Weatherstripping 
That  Requires  No  Nails 

•No  nails  or  other  hardware  are 
required  to  use  a  new  kind  of 
bronze  weather-stripping  which 
the  manufacturer  .says  can  be  in¬ 
stalled  on  any  average  door  in  less 
than  twenty  minutes. 

Called  Kel  -eez,  the  new  product, 
manufactured  by  Kunkel  Proilucts, 
Inc.,  is  an  all-metal  strip  which 
attaches  directly  to  wockI  or  metal 
frames  and  fits  snugly  against  the 
edge  of  the  door.  A  special  adhe¬ 
sive,  guaranteed  to  last  indefinitely, 
holds  the  weather-.stripping  firmly 
in  place. 


Kel-eez  consists  of  a  flat  ba.se 
strip  wide  with  rolled  edges 

supporting  a  thin  gauge  tempered 
bronze  in.sert  which  bows  out  ap¬ 
proximately  one-fourth  inch  from 
the  ba.se  .strip  when  the  door  is 
open.  Sides  of  the  insert  work  free¬ 
ly  under  the  rolled  edges  of  the 
ba.se  strip.  As  the  door  clo.ses  the 
flexible  in.sert  flattens  against  the 
door  edge  providing  a  broad  con¬ 
tact  surface. 

(Continued  on  Page  89) 
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NMAA  Officials  Say 


Home  Owners  Buy  Aluminum 
Awnings  Because  of  Appearance 


by  I.  E.  ORCHARD.  Pres. 
National  Metal  Awning  Assn. 


(The  /olUni'iiifi  article  catiKixts  of 
excerpts  from  a  speech  Ini  Mr.  Or¬ 
chard  delivered  at  the  Xersica 
Conference  in  San  Francisco  in 
October  1952.) 

ly^Y  PnKluct  i.s  Awnings  .  .  .  spe- 
cifically,  Aluminum  Awniiijrs. 

Six  years  at?o  I  was  laughed  out 
of  New  Orleans  by  the  canvas  awn¬ 
ing  hoys,  in  convention  there  as¬ 
sembled,  when  I  told  them  that  in 
ten  years  aluminum  awning  resi¬ 
dential,  commercial  and  institu¬ 
tional  sales  w’ould  be  in  excess  of 
$  I  (K), 000,900  iM*r  year. 

If  it  had  not  been  for  Korea,  my 
prediction  would  have  been  three 
years  too  conservative.  If  there 
had  been  lu)  curtailment  of  alumi¬ 
num  u.sajrt*.  1952  aluminum  awniny: 
.sales  W'ould  have  exceeded  .$100,- 
(K)0,000.  That  f^^rure  astounds  you 
for  tw’o  reasons.  One,  most  of  you 
probably  still  think  of  aluminum 
aw'nitifrs  as  an  insijrnificant  home 
improvement  product  and,  two,  we 
are  all  members  of  a  special  breed 
of  cats  .  .  .  when  we  start  talking 
about  sales  volume  ...  we  don’t 
lie  .  .  .  w’e  just  remember  bijr. 

On  the  overall  volume  picture, 
we  can  use  definite  figures  which 
the  awninfr  as.sociation  obtained 
and  which  have  been  balanced  out 
by  the  actual  figures  u.sed  by  the 


National  Product  Authority  in 
making  aluminum  allotments. 

Here  they  are:  Our  Association 
has  a  list  of  157  known  manufac¬ 
turers  of  metal  awnings ;  there  must 
be  more,  of  course,  because  any 
sheet  metal  shop  can  make  an  awn¬ 
ing.  F«)r  the  4th  Quarter  of  1951, 
the  N.P.A.  received  requests  for 
aluminum  from  over  170  concerns. 
Now  that  the  smaller  firms  are 
able  to  .self-certify  (that  is.  they 
don’t  have  to  apply  for  aluminum) 
the  N.P.A.  has  records  for  only 
l.‘W  firms. 


J.  E.  Orchard 


Hut  these  132  firms  will  receive 
a  total  allotment  of  3,200,000  lbs. 
of  aluminum  for  the  l.st  (Quarter 
of  1953  and  the  weighted  average 
reveals  that  this  will  amount  to  ap¬ 
proximately of  the  pre-Korean 
base  i)eriod.  If  we  divide  these  two 
figures,  we  have  a  known,  average, 
quarterly  pre-Korean  u.se  of  alumi¬ 
num  for  awnings  of  5,330,000  lbs. 
On  an  annual  basis,  this  is  21,- 
320,000  lbs.  The  average  selling 
price  is  about  $2.75  per  square  foot 
and  there  is  approximately  one 
pound  of  aluminum  for  each  square 


foot  of  awning  coverage.  Thus  the 
known  pre-Korean  dollar  volume  of 
aluminum  awnings  was  $.59,000,- 
000. 

That’s  for  1950.  Hut  in  1949,  the 
increase  was  $14,000,000  and  in 
1950  it  was  $18,000,000.  So  it’s  rea- 
.sonable  to  assume  that  this  up¬ 
ward  trend  would  have  continued 
at  a  conservative  rate  of  $20,000,- 
000  per  year.  Thus  we  would  have 
hit  that  $100,000,000  figure  in 
1952  .  .  .  Hut!  !  VV'hat’s  more  im¬ 
portant  to  all  of  us  now  is  that  we 
trill  hit  that  figure  in  19.54. 

So  much  for  a  few  basic  points. 
Hut  the  basic  rea.son  for  this  di.s- 
cu.ssion  is  that  we  want  to  interest 
you  home  improv’ement  dealers  in 
aluminum  awnings  as  a  good  prod¬ 
uct  for  you  to  handle. 

You  can  rightly  a.sk — why  should 
I  handle  ’em’/  I  can  rightly  tell  you 
that  there  are  many  rea.sons.  I  w'ish 
to  stre.ss  only  five.  Here  they  are: 

FMrst,  the  aluminum  awning  in¬ 
dustry  is  a  bandwagon.  It  has  the 
most  exciting  growth  potential  fu¬ 
ture  of  any  home  (that  is  existing 
home)  improvement  product  there 
is.  You  make  profits  in  a  rising 
market,  and  .so  you  should  climb 
aboard  the  aluminum  awning  band¬ 
wagon  to  capture  your  share  of  the 
rising  market. 

Second,  your  home  consumer 
sales  force  needs  a  new  product. 
No,  I’m  not  naive  enough  to  .say 
that  a  .saturation  point  has  been 
(Continued  on  Page  82) 
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Pro-Tect-U  Jalousie  Corp. 

Sales  Zoom  Over  400% 

The  national  sales  campaign  of 
the  Pro-Tect-U  Jalousie  Corp.  is 
proving  to  be  outstandingly  suc¬ 
cessful.  According  to  B.  Fo.ster 
Harris,  sales  manager  of  the  cor¬ 
poration  and  director  of  the  cam¬ 
paign,  national  .sales  have  increa.sed 
over  400  per  cent  since  June,  1951. 


V.  E.  Huff  B.  F.  Harris 


Mr.  Harris  has  over  25  years  of 
experience  in  residential  window 
sales  and  was  Director  of  ('a.sement 
Window  Sales  with  Detroit  Steel 
Products  Co.  from  1926  to  1952.  He 
owned  and  operated  his  own  win¬ 
dow  business  in  Miami  Beach,  Fla., 
for  many  years. 

Mr.  Van  P'.  Huff  is  vice  president 
and  general  manager  of  the  corpo¬ 
ration.  A  graduate  of  the  Univer¬ 
sity  of  Florida.  Huff’s  ingenuity  as 
an  engineer  is  now  w^ell  e.stablished 
in  the  fast  growing  window  indu.s- 
try  of  south  F'lorida.  He  is  also 
president  of  the  Florida  Window- 
Manufacturers  A.ssociation  and  un¬ 
der  his  guidance  jalousies  have 
been  recognized  as  prime  windows 
throughout  the  country. 


Jasco  Sales  Conference 
Held  In  New  York 

The  first  of  a  .serie.s  of  regional 
-sales  conferences  planned  by  Jasco 
Aluminum  Products  Corp.,  of  New 
Hyde  Park,  L.  I.,  N.  Y.,  was  held 
at  the  Hotel  New  Yorker  recently 
for  the  ea.stern  distributors  of  their 
3-channel  combination  aluminum 
windows  and  doors. 

The  meeting  was  attended  by 
over  50  men  and  women.  Arthur 
Skodnek,  president  of  Jasco,  offi¬ 
cially  welcomed  the  di.stributors 
and  then  turned  over  the  reins  to 
Jim  Weis,  sales  manager,  who  gave 
a  brief  indoctrination  cour.se  on  the 
value  of  combination  w'indow.s. 

Weis  announced  the  organization 
of  a  JASCO  sponsored  .sales-man- 
agement  clinic  for  distributors  and 
their  personnel,  as  well  as  JASCO 
dealers.  The  clinic,  briefly  de.scribed 
by  Weis,  will  include  courses  on 
salesmanship,  sales  promotion  and 


sales  management.  Jim  Weis  and 
other  competent  executives  w'ill 
conduct  the  courses. 

(Contitiixd  on  Page  87) 

*  *  * 

Ludmon  Jalousies  Awarded 
Good  Housekeeping  Seal 

The  Ludman  Corporation  this 
week  added  another  laurel  to  F'lor- 
ida’s  industrial  picture  when  the 
Ludman  Windo-Tite  Jalousie  prod¬ 
ucts  were  granted  the  highly  cov¬ 
eted  Good  Housekeeping  Seal  of 
A{)proval. 

Sought  by  many  and  received  by 
few-,  this  marks  the  first  time  that 
the  Seal  has  gone  to  a  Florida- 
made  building  product  and  the 
Ludman  Windo-Tite  Jalousie  is 
al.so  the  first  jalousie  product  to 
receive  this  certification  after  rig¬ 
orous  testing  by  the  Institute. 

Consideration  of  the  l-udman 
Jalousies  for  the  Seal  required  six 
(Continued  on  Page  88) 


Left  to  Right:  Arthur  Skodnek,  president  of  Josco  Aluminum  Products  Corp.,  Jim 
Weis,  soles  manager,  and  Ed  Russell.  Photo  shows  Good  Housekeeping  Seal  of  Approval 
granted  to  Jasco. 
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Proper  records  will  provide 
the  information  you  need  to 
keep  your  business  expanding 


anaging  Your  Business 


diately  apparent.  Fercentajre 
iire.s  should  be  computed  showing 
increase.s  or  decreases  in  operating 
expenses  —  such  as  selling,  admin¬ 
istration,  financial,  gross  and  net 
sales,  cost  of  materials,  gross  and 
net  profit,  etc.  With  such  figures 
available,  costs,  sales  trends  and 
expenses  are  clear  at  a  glance.  A 
Itercentage  distribution  computed 
on  net  sales  as  100  percent  will 
also  be  found  of  value  in  the  profit 
(Contitiuai  oil  Page  86) 


Second  in  a  senes  of  articles  on 
business  management 


T  ASTi  month’s  article  in  this 
^  series  listed  the  numerous  rea¬ 
sons  why  some  businesses  do  not 
succeed.  One  of  the  most  impor¬ 
tant  of  the.se  was  the  failure  to 
keep  adequate  business  records.  A 
■study  of  bankrupt  firms  revealed 
that  almo.st  eighty  percent  kept 
inadequate  accounting  and  book¬ 
keeping  records.  Thirty  percent 
kept  no  records  at  all ! 

Why  any  businessman  imagines 
he  can  get  along  without  records 
is  difficult  to  understand,  for  if 
anything  can  provide  a  quick,  clear 
analysis  of  the  current  status  of 
a  business  and  thus  a  tool  for  con¬ 
trolled  planning,  it  is  a  carefully 
detailed  records  .system.  Increas¬ 
ing  profits  and  healthy  expansion 
are  a  direct  result  of  good,  clear¬ 
sighted  busine.ss  operations;  such 
business  operations  are,  in  turn, 
a  direct  result  of  a  records  .system 
that  at  all  times  —  continuously  — 


gives  management  the  information 
it  needs  to  keep  the  business  ex¬ 
panding  and  the  profits  increasing. 
The  three  —  profits,  good  opera¬ 
tion,  good  records  —  are  insepar¬ 
able. 

A  good  records  .system  can  be 
designed  to  supply  almost  any  kind 
of  information  about  a  building 
specialties  busine.ss,  .some  of  it 
es.sential,  some  of  le.s.ser  impor¬ 
tance,  all  of  it  u.seful.  If  you  are 
formulating  a  new  records  system 
or  reviewing  your  present  one  to 
.see  in  what  manner  it  can  be  im¬ 
proved,  you’ll  want  to  make  sure 
that  it’s  modern,  that  it’s  eco¬ 
nomical,  that  it’s  as  simple  as  the 
complexity  of  your  business  al¬ 
lows,  and  that — basically — it  pro¬ 
vides  the  following: 

1.  A  monthly  comparative  profit 
and  loss  statement.  Parallel  col¬ 
umns  should  compare  several  years’ 
data  .so  that  changes  are  imme¬ 


DOLIAR 


Your  profit-ond-losi  statement  can  provide 
a  percentage  distribution  for  your  "sales 
dollar"  showing  how  much  goes  for  pur¬ 
chases,  expenses  and  operating  income.  This 
will  help  you  check  sales  trends,  compare 
costs  ond  expenses  of  one  period  against 
another. 
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rpHKRE  are  a  variety  of  selling 
themes  or  “angles”  which  can 
employed  to  make  specialty  dealer 
newspaper  advertisements  as 
strong  and  attractive  and  effective 
as  possible.  Conceivably,  the  ideal 
ad  would  combine  all  themes  in 
equal  measure.  This  is  a  mi.stake, 
however,  for  an  attempt  to  include 
and  equate  every  desirable  .selling 
feature  and  advantage  of  a  prod¬ 
uct  in  a  single  ad  diminishes  and 
weakens  the  total  effectivene.ss  of 
the  ad  itself. 

A  study  of  the  best  of  numerous 
specialty  dealer  adverti.sements  of 
recent  date  reveals  that  they  have 
important  characteristics  in  com¬ 
mon — characteri.stics  that  are  con¬ 


10  Ways  to  Make  Your  Ads 
More  Attractive  and  Effective 


sistent  with  well-known  and  care¬ 
fully  tested  advertising  and  selling 
l)olicie.s. 

Of  these,  the  mo.st  important  is 
the  domination  in  an  ad  of  a  single 
emphatic  theme.  If  price  is  the  ap¬ 
peal,  then  it  must  form  the  core  and 
substance  of  the  ad ;  everything 
el.se  should  be  subordinated  to  it. 
If,  on  the  other  hand,  another 
theme  is  cho.sen  —  quality,  for  ex¬ 
ample,  then  the  price  appeal  is  un¬ 
derplayed. 

Obviously,  this  gives  an  ad  unity 
— an  all-over,  eye-stopping  appeal 
it  would  lack  if  too  many  themes 
were  given  equal  emphasis.  In  a 
newspaper,  a  single  ad  competes 
with  countless  others  for  reader  at¬ 
tention,  and  unle.s.s — typographic¬ 
ally,  artistically  and  in  copy  .selec¬ 
tion  and  arrangement  —  it  has  a 
totally  unified  and  single  effect 
(reader  “punch”  or  “pull”),  it  will 
be  lost. 

Single  Theme 

Once  a  single  theme  has  been 
made  to  dominate,  however — once 
the  real  eye-catching  appeal  is 
there,  then  as  many  strong  sub¬ 
ordinate  themes  as  possible  can 
be  added.  It  is  a  mistake  to  speak 
of  price  without  a  mention  of 
quality,  or  to  make  a  vanity  ap¬ 
peal  without  including  your  prod¬ 
uct’s  utility  advantages. 

In  the  following  copy,  for  ex¬ 
ample,  quality  and  long  dealer  ex¬ 
perience  are  the  keynote;  low 


price  is,  of  course,  included  but 
underplayed :  “Unsurpassed  qual¬ 
ity!  No  finer  door  ever  offered  by 

X  .  at  this  low  price.  Call 

today  for  proof-positive  demon¬ 
stration.  Let  quality  be  your  buy 
word.”  In  smaller  type:  “Be  sure 
you  watch  for  quality  when  you 
buy.  Low  price  is  not  enough  .  .  . 
it  mu.st  be  coupled  with  top  quality. 

At  X . you  get  just  that!  In 

these  days  of  rising  costs  it  takes 
the  old-timers  like  reliable,  expe¬ 
rienced  X  .  to  keep  prices 

low  and  to  continue  to  give  the 
very  finest  quality  merchandise 
available.” 

(i«ud  Examples 

Here  are  several  good  examples 
of  how  varying  themes  are  used 
by  a  number  of  large,  well-known 
.specialty  dealers  who  adverti.se 
consi.stently : 

V’anity  appeal;  price  subordi¬ 
nated;  attractive  free  offer:  “Does 
Your  Kitchen  Belong  To  The  Gay 

Nineties?  If  it  does,  S  . 

makes  it  look  like  this  —  (attrac¬ 
tive  picture)  —  for  much  le.ss  than 
you  think.  Save  time  and  work, 
make  life  easier,  with  a  new,  mod¬ 
ern,  more  efficient  kitchen.  You’ll 
be  proud  to  show  off  the  gleaming 
beauty  of  your  kitchen  —  and  at 
the  .same  time  increase  the  over¬ 
all  value  of  your  home  by  many, 
many  dollars.  What’s  more,  this 
kitchen  costs  far,  far  le.ss  than  you 
(Contimn'd  on  Pa(fc  77) 
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Glamorize 
Your  Home! 


>  rtiCISION  KftNfOftCiO  KEr 
I  THREE  STURDY  SLIDES 

tif  mMm  l^r  Mih,  •cr*«ii.  alwAf*  tr 


With  The  NEW  QUINCY 
3  TRACK 

All  Aluminum  SeK-Storing 
Combination  Window 

with  Automatic 
"STOP  mm4  LOCK"  Caatrali 

lilliKtfha  ••  ^•cSmIt  R«  yMr  u«ct  w<»a»Kr 
iiifh  QUINCY  Wma—  wmH  ««v*r  ti>4 
pmHtt  Wm  ••rir*  vM«v  i—,  TIm  fl**  mD 

liM  •  ♦f— f  — mtr— tWt  ftvM 

mff  aww  itAMMy  ta  IIm  AwmMy.  lahar. 

U«I*H  r*R  waW  a*  Hp  tti 

•arfi  i»to  •••  cAAtiAMM  miM.  On*  ilwylt  lafA 
yf yi>ta#t}—  ftf t  N* 

•Mhivt  liArawar*  »•  fiwyli— H  •< 


•  LOWER  USH  EQUALLY  MIEE.  Wy  lUfM^ 

4«  tAy  a*fr*«  •!  a*«v*a  vAAtiUtiMi 

•  ALUMINUM  SCREEN  vMtt  drmpt  IaI*  «m  av  r«ltM 

H  ttATAf*  p»»itii>  f»»iAf  MH-it«f*f«  bahyM  fl«H 
•A^  aW**  tK«  vmM  l«A« 

•  THIS  SUPERIOR  ASSEMILY  k  tf4  «Mi  aa  ataKU 

fAC^irA  ly  bAAvtiful  fr«A»«  af  Rwtaa  aafltw, 

vitli  iAraAi^icvaat  laitAAAft.  mAktAf  QUINCY  wia- 
aawi  tfvHy  ^Avtifal 


tJP  ^Unc 


SEE  THE  BEAUTIFUL  “QUINCY  TWINS  ” 

A  PERFECT  MATCHING  All  Aluminum  Combination  WINDOW'  and  DOOR 


“The  Door  With 
the  Clean  Face” 


C»mpl»t»  With  £  I  c  I  ■  1 1 V 
NORTON  GrI/U  In  QMct  ' 
Cafan;  fampaiaa 
•fack.  Wkifa  t-  ^ 


S:vl^  Si*:. 


n*N  ViMOA  ^Iaii  a*  \ 
itrAAytK  eryitAl  <Ua 

•aAatifa^cm^Md  alam 

Doar  I#  CAAitrwctAa  al 


\ 


NO  DOWN  PAYMENT 
EASY  FHA  TERMS 


NEIOQUARTERS  FOR  QUIHCY  WIRDOW  1  DOOR  EHSENBLES 

Saa  aar  atfracNva  ^Itplmy  la  S>.  Alhant  Skawraan — 

Opaa  Evaalagi  ‘III  f  P.  M. — Safarrfay  ‘til  S  f.  M. 


tar  Iraaklya  oad  Qaaaas  Call  traark  .r  NttntI  fkoiu  Sttcict 

HOIIis  4-8200  HEmpstead  2-1313 

Oar  raprnaataflva  will  call  at  yaar  haaia  far  turvay  aad  fi«a  FRII  ESTIMATI 


The  O.  G.  Norton  Co.,  lnc.''*”  ^,i;!:!V 


precision  made 


are  maae 

instantly,  at  any  time,  and  without  gad¬ 
get  attachments.  No  storing  problems! 
INTIRLOCK  and  overlap  panels  for  maxl» 
mum  weather  seal  and  jx‘st  protection. 
HEAVY  WEIGHT  ALUMINUM,  fully  ex¬ 
truded.  with  welded  corners,  for  lifetime 
alignment  Window’s  are  rattle^proof! 


like  a  fine  watch 


EASY  INSTALLATION.  Telescope  bottom 
eliminates  flttlnK  problems. 

NO  SIZE  DILEMMAS.  Every  unit  custom 
tailored  for  individual  installation. 


Hints  To  Salesmen 

(Continued  from  Page  37) 

Any  question  asked  by  the  pros¬ 
pect  which  reveals  he  has  been  con¬ 
vinced  by  your  main  presentation 
and  is  translating;  a  few  minor 
points  into  terms  of  his  own  situa¬ 
tion — for  example — “What  color 
do  you  think  would  be  most  suit¬ 
able  for  us?” — are  indications  to 
the  salesman  that  the  product  is 
under  .serious  consideration. 

“May  1  take  out  time  pay¬ 
ments?”  indicates  that  the  pros¬ 
pect  has  already  mentally  signed 
the  order  but  is  wondering  how 
best  to  pay. 

The  question  “Where  will  1  get 
my  service?”  indicates  that  he  is 
wondering  what  kind  of  service  he 
will  be  entitled  to  after  the  prod¬ 
uct  is  in.stalled. 

“Can  you  install  right  away” 
shows  that  the  cu.stomer  has  al¬ 
ready  as  good  as  imught  and  is 
giving  you  a  springboard  that 
should  carry  you  right  into  the 
final  typing-up  of  the  order. 

•  •  • 

The.se  question.s  indicate  that  the 
prospect  is  in  the  “buying  area.” 
But  suppose  he  gives  no  sign  of 
being  in  that  state — how  is  the 
salesman  to  tell  when  to  start  final 
negotiations? 

Serious  interest  may  be  mani¬ 
fested  in  a  variety  of  ways.  The 
pro.spect  may  examine  the  product 
clo.sely — feel  it  or  pick  it  up.  He 
may  te.st  out  for  himself  some  of 
the  “product  advantages”  you  have 
cited.  He  may  make  other  .signifi¬ 
cant  gestures  or  actions.  Watch 
closely  for  the.se  .signs. 

•  •  • 

You  may  lead  your  prospect  int<» 
the  “buying  area”  by  trial  closing 
questions.  A  laundress  moistens 
her  finger  and  applies  it  to  the  iron 
to  .see  if  it  is  hot.  ‘’Trial  clo.sing 
questions”  indicate  whether  the 
prospect’s  “buying  temperature”  is 
hot.  These  may  include: 

“You  want  to  start  getting  the.se 
benefits  just  as  quickly  as  possible, 
i.sn’t  that  so?”  or  “Which  finish  do 
you  prefer?”;  “How  do  you  wish 


Call  or  Write 

FEDflUl  SCREEN  &  SUH  CO. 

VA  5-2400 
85  E.  Merrick  Road 
Valley  Stream,  L.  I.,  N.  Y. 


FEDERAL  SCREEN  &  SASH  CO. 


- 1 

(Dept,  B-12)  I 


85  FL  Merrick  Rd.,  Valley  Stream,  L.  1. 

Please  send  the  complete  story  on  FEDCO. 

DEALER . 

ADDRESS . 

CITV  A  STATE . . PER. 


Au*IIMt 

CANADIAN 

Aluminum 

K.  D.  DEALERS  WANTED 

ALL-TIME  3  TRACK  3  CHANNEL  ALL-EXTRUDED 

COMBINATION  ALUMINUM  WINDOW. 

A  really  trouble-free  triple 

track  window.  Easiest  possible  assembly 

and  installation.  Will  outsell  any  competition  on  demonstration. 

All-Time  Mfg.  Co.,  Inc. 
293  Park  Street 

New  Britain,  Conn. 

for  Canadian  Dealers 

Branch  in  Canada 

All-Time  hdfg.  Co.  (Ontario)  Ltd. 

30  Richmond  Street  West 

Oshawa,  Ontario,  Canada 

FEDCO  Tjriple  ZJrack 
cUl-alMmiMum  STORM  &  SCREEN  com&iMoliOMA 

As  in  watchmaking,  there  are  only  a  few  truly  great  brands  in  storm  and 
screen  combinations  We  —  and  most  of  our  customers  —  believe  that  the 
name  FEDCO  stands  for  the  ultimate  in  painstaking  perfection.  That  is  why 
your  Fedco  distributorship  is  a  franchise  to  substantial  and  continued  profits. 

NO  MOISTURE.  Special  feature  drain;, 
-.eepage  and  condensation  water  off  to 
the  outside 
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lo  pay  for  this?”,  or  “What  would 
be  the  best  time  for  delivery?”  All 
these  questions  lead  up  to  the  mo¬ 
ment  when  the  prospect  will  allow 
himself  to  be  pinned  down  to  a 
definite  delivery  date.  This  will 
quickly  reveal  whether  he  is  suffi¬ 
ciently  interested  or  whether  there 
is  still  considerable  selling;  to  be 
done. 

•  •  • 

('losing  must  be  accomplished 
with  couraye  and  confidence.  The 
most  successful  salesman  never 
asks  for  an  order  any  more  than 
a  man  asks  his  fiancee  for  permis¬ 
sion  to  hold  her  hand.  He  assumes 
this  prerojfative.  The  salesman 
must  be  confident  and  take  for 
jrranted  that  the  customer  is  goin^ 
t»)  place  an  order. 

Inexperience  on  the  part  of  the 
.salesman  at  this  point  is  likely  to 
be  detected  by  the  home  owner. 
If  the  .salesman  seems  anxious  and 
nervous,  the  buyer  may  develoj) 
la.st-minute  qualms  which  are  usu¬ 
ally  most  difficult  to  allay.  The 
salesman  who  has  studied  his  prod¬ 
uct  knows  a  good  deal  more  about 
it  than  the  buyer — therefore  there 
is  no  reason  for  him  not  to  be 
confident. 

Increased  Aluminum 

(Continued  from  Pane  15) 

shortage  attributed  to  lack  of  pow¬ 
er  in  the  Tennessee  Valley  and  the 
Far  Northwest. 

Two  industry  committees,  repre¬ 
senting  producers  of  primary  alu¬ 
minum  and  of  imime  aluminum 
products,  reviewed  the  production 
j)roblems  at  a  recent  two-day  meet¬ 
ing  with  the  National  Production 
.Authority. 

The  industry  men  .said  i)owe’ 
shortages  are  causing  a  loss  ol 
about  25  per  cent  of  national  pri¬ 
mary  production,  or  approximately 
40,()()(),000  pounds  of  aluminum  per 
month.  This  estimate  of  loss  in¬ 
cluded  a  10  per  cent  cut  in  firm 
IM)wer  the  producers  say  they  are 
due  to  suffer  in  the  TV'A  and  Pa¬ 
cific  Northwest  areas  Nov.  17. 


ELLWOOn 


The 

ALUMINUM 

COMBINATION 

DOOR 

THAT  WILL  BUILD 
I  YOUR  SALES  VOLUME 

The  besf  quality,  finest 
'  engineered  door  in  the  trade. 


■k  Heavy  Corner  Construction 
Top  Quality  Latch 
k  Super  Heavy  Kick  Panel 
k  Storm  King  Door  Check 
k  Quick  Change  from  Glass  to  Screen 

Your  salesmen  can't  miss  with  the  Ellwood  Door  ...  it  has 
everything  their  customers  want,  dozens  of  sole-closing  fea¬ 
tures. 


k  Double  Locked  Inserts 
k  Simple  Bottom  Adjustment 
k  Stainless  Steel  Hinges 
k  Aluminum  Screen  Wire 
k  Competitively  Priced 


MAIL  THE  COUPON  TODAY 


THE 


ELLWOOD 

ALUMINUM  DOOR  CO.,  INC. 


Ellwood  City,  Penno. 
Phone  2755 


Firm  jtower  i.s  that  provided  un¬ 
der  definite  contract.s  and  a  reduc¬ 
tion  occurs  only  under  acute  condi¬ 
tions.  The  industry  already  has 
been  forced  to  curtail  operations 
sharply  because  of  a  loss  of  inter¬ 
ruptible  power.  This  is  the  first 
power  cut  off  when  water  supplies 
are  low. 

The  indu.stry  said  it  suffered  an 
87  <2  cent  cut  in  interruptible 
power  in  the  North we.st  on  Sept. 
1.3.  This  was  followed  by  a  100  per 
cent  cut  Sept.  15. 


The  industry  repre.sentatives 
said  that  by  the  end  of  the  year 
they  will  have  a  record  backlog  of 
unfilled  orders  amounting  to  more 
than  150,000,000  jiounds.  The  esti¬ 
mated  delays  in  meeting  customers’ 
orders  will  run  from  four  to  six 
weeks. 

They  said  some  orders  cannot  be 
filled  and  the  indu.stry  is  under 
extreme  pressure  to  meet  commit¬ 
ments. 

Samuel  W.  Ander.son,  deputy 
(Continued  on  Page  68) 


HOME  IMPROVEMENT  DEALER 
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Satin  finish  —  Adjustable 
Sub-frame.  Plus  many  exclu¬ 
sive  engineered  features.  More 
sales  and  less  service  calls  will 
assure  more  PROFITS. 

Inquiries  Invited 


uimsTRom 

MANUFACTURING  CORP. 
15-32  127th  St.  College  Pt  ,N  Y. 


Dusfite 

GASKET 


For  Metal 
Casement 
Windows 


0-»il*  goik*!  |>  —iti  on  «.iiud«d  pni.x  moI 

■"*  lip,  lo  kup  nwlol  cOMmeni  .,ndo»i  OUST  tIGMt.  StOtV 
TICHt.  OlAFr  IlCMr,  »AIN  TKXt.  end  WIND  TIGHI  laty 
to  MStoft 

In  Summer  DUSTITC  leoU  outside  Kcot  from  air 
conditioned  tiomei. 


Eiceltent  for  use  in  control  of  condensotion  i 
where  ttorm  windows  ore  used.  A  smoM  od  in 
your  locol  popcr  will  automoticolly  bnn9  pros* 
pccts  for  storm  windows  into  your  soles  room 
without  convossing.  Dustite  Gosfcct  it  o  reol 
traffic  builder  ond  prospect  finder  for  storm 
windows  ond  oil  home  improvement  items.  Sold 
under  ten-doy  money  bock  guorentec 


DUSTITE 

PRODUCTS  COMPANY 

«  CANmSMV  ML  •  BAVTON  t.  OHIO 


DEALERS  WANTED 

WRITE  FOR  FULL  DETAILS 


The  Problem  Box  i? 


Readers  with  application  or  sales  problems  are  urged  to  write  to 
BUILDING  SPECIALTIES.  The  editors  will  be  glad  to  answer  all 
questions  promptly.  They  will  appear  in  these  columns  in  question 
end  answer  form  without  mention  of  any  names  or  addresses.  Please 
address  your  questions  to  The  Problem  Box,  Building  Specialties, 
425  Fourth  Avenue,  New  York  16,  N.  Y. 


Condensation  on  Windows 

(Question:  About  two  month.s  ago 
I  in.stallod  a  complete  .set  of  alu¬ 
minum  combination  window.s  on  the 
home  of  a  customer.  Recently  he 
complained  that  he  had  a  great  deal 
of  conden.sation  on  his  kitchen  win¬ 
dows  and  wanted  to  know  why  the 
combination  windows  did  not  elimi¬ 
nate  this  exce.ssive  moisture.  I  have 
e.xamined  the  .storm  .sash  on  the 
kitchen  windows  and  find  nothing 
wrong  with  them.  There  is  no  con¬ 
densation  on  the  windows  in  other 
parts  of  the  hou.se.  What  can  1  do 
to  .stop  this  conden.sation.? 

W.  R. 

Answer:  ('ooking  three  meals  a 
day  and  dishwashing  adds  about 
six  [Founds  of  water  a  day  to  the  air 
in  the  kitchen.  There  is  thus  a 
greater  amount  of  warm  moist  air 
in  most  kitchens  than  in  other 
parts  of  the  home.  The  fact  that 
there  is  conden.sation  only  on  the 
kitchen  windows  shows  that  there 
is  more  moisture  in  your  custom¬ 
er’s  kitchen  than  any  .storm  win¬ 
dow  can  rea.sonably  be  expected  to 
prevent.  Tell  your  customer  to  open 
both  the  prime  and  storm  windows 
(at  the  top  and  bottom  if  po.ssible) 
to  let  this  moisture  e.scape  in  the 
form  of  vaiK)r.  A  kitchen  exhau.st 
fan  will  also  .solve  this  problem. 

*  *  A 

Salesmen  Cet  Stale  Too 

(Question:  One  of  my  best  and 
most  experienced  salesmen  is  fall¬ 
ing  down  on  the  job  badly.  He  is 
bringing  in  fewer  orders  than  any 
other  men  on  the  .sales  staff  includ¬ 
ing  some  youngsters  he  himself 
helped  to  train,  (rood  salesmen  are 
hard  to  come  by  and  I  am  very  re¬ 


luctant  to  fire  him.  Can  you  sug¬ 
gest  anything  that  I  might  do  to 
help  him? 

J.  B. 

Answer:  Kven  the  best  .salesmen 
have  [Feriods  of  letdown.  He  may  be 
driving  himself  too  hard  and  gotten 
“stale”  like  an  overtrained  athlete. 
If  you  can  spare  the  time  go  out 
with  him  on  his  calls  and  ob.serve 
how  he  is  .selling.  In  all  probability 
he  is  going  through  his  .sales  talk 
and  demonstration  in  a  routine  or 
mechanical  manner  which  b(Fres 
the  prosiFect  instead  of  arcFusing 
interest.  It  is  p(F.s.sible  that  he  has 
become  .so  accust(Fmed  to  his  [Fres- 
ent  methods  of  selling  that  his  mind 
isn’t  entirely  on  his  work  and  his 
C(Fnver.sati(Fn  lacks  zi[F  and  sjFarkle. 
A  day  or  two  in  the  field  with  him 
will  quickly  reveal  what  the  trouble 
is. 

*  A  A 

How  to  Paint  Aluminum 

(Question:  We’ve  had  some 

tnFuble  with  paint  peeling  fr<Fm 
aluminum.  How  can  we  make  it 
stick?  What  kind  of  paint  should 
be  u.sed?  Is  there  a  type  of  [Faint 
that  can  be  applied  directly  to  new 
aluminum  surfaces? 

Answer:  The  following  is  the 
procedure  recommended  by  a  lead¬ 
ing  aluminum  producer: 

First,  the  surface  must  be  per¬ 
fectly  cleaned  mechanically  and 
chemically  .so  that  the  paint  can  get 
a  chance  to  adhere  to  the  metal. 

Second,  the  surface  of  the  alumi¬ 
num  can  be  treated  to  make  it 
easier  for  the  paint  film  to  adhere. 
In  other  words,  it  is  etched  slightly 
to  enable  the  paint  to  get  a  grip 
on  the  metal. 
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Third,  primer  can  be  selected  for 
its  adhering  qualities.  Some  paints 
stick  to  aluminum  better  than 
others. 

To  clean,  first  wash  the  surfaces 
to  remove  du.st  and  dirt.  Then  u.se 
a  manufactured  degreasing  com¬ 
pound  to  remove  grease,  finger 
marks,  oil,  etc.  If  these  prepared 
mixtures  are  not  available,  u.se 
naphtha.  Apply  liberally,  wipe  off, 
and  repeat  if  necessary. 

For  surface  treatment  and  the 
best  i)aint  job,  pho.sphatize  the 
aluminum  surfaces  by  application 
of  a  phosphoric  acid  .solution  e.spe- 
cially  designed  for  that  purpose. 
Application  is  ordinarily  accom¬ 
plished  by  brushing  or  wiping  on 
with  a  paint  brush,  cloth  or  .sponge. 
The  .solution  is  left  on  for  a  period 
specified  by  the  manufacturers. 
Then  it  must  be  rinsed  off  immedi¬ 
ately  with  clear  water  and  the  sur¬ 
face  wiped  dry  with  a  clean  cloth. 

Phosphoric  Acid 

Phosphoric  acid  solutions  de¬ 
signed  for  u.se  in  preparing  alumi¬ 
num  surfaces  for  painting  can  be 
purchased  in  quantities  as  small  as 
one  gallon  or  one  quart,  usually 
from  local  paint  supply  hou.ses  or 
retail  paint  stores.  If  none  of  these 
are  available,  buy  from  your  local 
druggist  and  mix  the  following  .so¬ 
lution:  40  percent  by  volume  butyl 
alcohol,  .‘?0  percent  isopropyl  alco¬ 
hol,  20  percent  water,  10  percent 
of  85  percent  phosphoric  acid. 
Rin.se  off  with  water  as  .soon  as 
etching  becomes  visible. 

The  aluminum  should  be  primed 
immediately  after  surface  prepara¬ 
tion.  One  of  the  most  effective 
primers  for  aluminum  is  zinc  chro¬ 
mate.  However,  its  bright  yellow 
color  is  difficult  to  hide  with  a  sin¬ 
gle  finish  coat,  so  a  light  colored 
primer  may  be  preferred  for  2-coat 
.system.s.  Where  3  coats  (primer 
and  two  finish  coats)  are  to  be 
applied,  the  zinc  chromate  is  highly 
recommended. 

The  first  coat  on  the  aluminum 
(Continued  on  Page  68) 


When  you  want  QUALITY  windows 

You  Can’t  Beat  Redwood 


Check  these  proven  facts; 

1.  REDWOOD  is  one  of  the  world’s 
finest  insulators! 

2.  Heat  flows  thru  steel  260  times  as 
fast  as  thru  REDWOOD! 

3.  Heat  flows  thru  aluminum  1160 
times  as  fast  as  thru  REDWOOD ! 

4.  REDWOOD  used  by  the  CAMP- 
BELL  SASH  WORKS  shows  less 
shrinkage  and  swelling  than  con¬ 
crete! 

REDWOOD,  —  even  under  condi¬ 
tions  that  favor  decay,  —  is  one 
of  the  world’s  most  durable 
woods! 

6.  REDWOOD  DEALERS  show  a 
greater  percentage  of  profit  per 
dollar  of  merchandise  sold. 


CAMPBELL’S  Redwood  Combination  Windows  are  the 
finest  quality  obtainable. 


THE  CAMPBELL  SASH  WORKS 

2409  WILSON  AVENUE  CAMPBELL.  OHIO 

Phone:  52615 


— 

DISTRIBUTORS 

1 

DEALERS 

Sell  the  new  Pilgrim  2-Lite  Interchangeable  Storm 

Door.  Come*  to  you  complete  or  knocked  down  with 
oil  hardware  included.  Mode  from  heovy  63-ST-5 
extruded  aluminum.  Mode  by  “PILGRIM"  .  .  .  with 
over  0  doxen  yeors  of  experience  and  "know-how" 
in  aluminum. 

Phoitm,  wira  or  writo 

F.  A.  PILGRIM  COMPANY  p. 

1^  4449  Lake  Park  Road  ^  3107 

Youngstown  12,  Ohio 

1 

1 
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When  you  sell 

ANDREA  TRI  WAY  ALL  EXTRUDED 
ALUMINUM  WINDOWS! 

The  lowest  priced  “Triple-Actien  storm  window 
in  the  field! 

The  competitive  priced  Andrea  Tri-Way  contains  all 
the  consumer-wanted  features  that  close  sales  tor  you 
Our  K.O.  distributor  set-up  offers  maximum  profifs! 
Carefully  planned  sales  promofion  maferial  available. 

The  erocfion  of  o  new  modern  plant  and  increased 
production  facilities  have  enabled  us  to  guarontec 
immodiote  delivery  and  grant  more  distributorships 

WRITE.  PHONE  or  WIRE  for  PROFIT  MAKING 
DETAILS  TODAY! 


>  means 

eucalltmt  of  design  and 
quahty  of  manufacture. 

Triple-Action  at  less  than  2  track  cost 

Welded  Mitred  Corners 

Completely  Self  Starint 

All  Fully  Extruded  Aluminum 

Full  Interlockitti  Rail 

Fine  Satin  Finish 

Trouble-Free  Service 

All  Aluminum  Screen 

Glass  completely  sealed  to  metal  usine 

new  extruded  plastics 

Quick.  Easy  installation 


A 


NDREA 


183  HORTON  AVENUE  •  LYNBROOK,  L.I.,  N.Y.  •  LYnbrook  3-8668 


Big  Profits  Today . . . 
BIGGER  PROFITS 
TOMORROW . . . 


^ASTiR  fabricators. 


b(  finiiilf' 


'  •  LVnbrook 


tn  u  OPEN  LETTER 

Co«blnatloi“stofa^JnJo®^'’ibutors  of 

Lot  ^ 

your  hardware  at  ^  .  ®“PPly  all 
Master's  Vl^sl 

"iques  an?  tech! 

*?aJp  onhance  your  «^Porlence 
^ormance  and  INCRpIcp**!?®*  ®  per- 
Also  Avaiiable^^^^^  ^  EBQFIIS. 

^n''ind‘'f2bf!cSti‘'M  to  de- 


Problem  Box 

(Continued  from  Page  67) 

surface  should  always  be  metal 
primer,  not  a  good  primer  or  gen¬ 
eral  paint.  Preferably  it  should  be 
one  specifically  recommended  for 
aluminum. 

Any  standard  finish  may  be 
used  over  the  primer  and  good  re¬ 
sults  can  be  assured  provided  at¬ 
tention  has  been  given  the  factors 
detailed  above. 


Increased  Aluminum 

(Continued  from  Page  65) 

chief  for  aluminum  in  the  Defense 
Production  Administration,  said 
conditions  are  the  worst  in  75 
years  in  the  Tenne.s.see  Valley  area. 
He  also  noted  that  the  lengthy  steel 
strike  la.st  summer  shan)ly  de¬ 
layed  the  aluminum  expansion  pro¬ 
gram,  and  caused  a  loss  of  at  least 
60,000,000  pounds. 

The  industry  group  expressed 
belief  the  power  situation  will 
straighten  out,  with  an  ample  sup¬ 
ply  of  aluminum  rolling  from  the 
plants  by  the  .second  quarter  of 
195:).  They  were  pessimistic  over 
prosptHits  for  the  fir.st  three  months 
of  the  new  year. 


Nersico  Convention 

(Continued  from  Page  15) 

vealed  in  the  January  i.ssue)  famed 
for  his  sound  coun.sel  and  the  or¬ 
ganization  behind  him.  This  na¬ 
tionally  known  expert  and  fore- 
ca.ster  on  business  conditions  will 
analyze  the  future  of  business  at 
the  one  and  only  big  luncheon  ses¬ 
sion  on  Tue.sday,  February  17, 
1953. 

J  ^ 

/  Why  Home  Improvement  ^ 

;  Dealers  Sell  ROOM  AIR  ^ 

/  CONDITIONERS  ! 

: 

/  In  the  lanuary  ) 

J  BUILDING  SPECIALTIES  J 
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EVERYTHING  YOU  WANT 


mcoMmmtstium 


•  low  PRICE? 


Prtctd  to  mII  in  this  compotitivo  morkot 


yovr  not  cost  omoimgly  lowl 


•  QUALITY  AND  FEATURES? 


Scon  it  th«  fpoiurad  quality  lin* 


famout  John  Wonamakor  Doportmonl 


Slot*.  All  oxtrudod  and  compUtoly 


storing.  Now  dotign  inturot  troublo-froo 


oliminotot  torvito  problomt. 


oporalion 


•  PROTECTED  TERRITORY? 


A  numbor  of  oxcollont  fronchisos  oro  now 


5th  Aluminum  Producer 

I 

(Contiuved  from  Page  46)  { 

Location  of  the  plants  has  not  | 
yet  been  selected,  officials  said.  ■ 
Presumably  this  will  depend  upon 
power  facilities  currently  under 
construction  in  the  electric  power  ! 
expansion  program.  Cheap  power 
is  a  prerequisite  of  aluminum  pro¬ 
duction. 

DP  A  officials  .said  the  Govern¬ 
ment  al.so  will  )five  Olin  a  guar¬ 
antee  to  buy  its  aluminum  produc-  ^ 
tion  for  the  national  .strategic 
stockpile  if  the  domestic  market 
would  not  absorb  its  full  produc-  i 
tion.  Similar  contracts  were  made 
with  the  other  primary  aluminum 
producers  who  participated  in  the 
first  two  aluminum  expansion  pro¬ 
grams. 


Forecasters  Optimistic 

(Contiuved  from  Page  46)  ^ 

He  expressed  confidence  that 
‘‘the  new  administration  can  and 
will  successfully  meet  the  threat  of 
business  recession.”  Rather,  he  ob- 
.served  as  President-elect  Eisen¬ 
hower  has  .said,  “it  will  mobilize 
the  full  power  of  private  industry 
and  the  various  state  governments 
to  work  with  the  Federal  Govern¬ 
ment.  Business,  labor  and  agricul-  i 
ture  will  all  have  a  vital  part  to 
play  in  such  an  effort. 

“What  is  needed  on  the  part  of  ; 
both  busine.ss  and  (iovernment  is 
the  kind  of  policies  that  will  tend  : 
to  reduce  the  risks  of  both  infla-  | 
tion  and  collapse.  I  see  no  reason 
why  we  should  not  have  such  i 
[Milicies. 

“We  may  exjiect  that  the  first 
emphasis  of  the  incoming  regime 
will  be  on  reducing  Government 
expen.ses.  There  will  be  vigorou.s 
efforts  to  save  money  by  eliminat¬ 
ing  unnecessary  or  wa.steful  ex-  . 
penditures.  In  addition,  Mr.  Eisen¬ 
hower  has  indicated  that  he  ex¬ 
pects  to  make  substantial  econo-  ' 
mies  in  the  $60  billion  National 
(Continued  on  Page  70)  j 


Scoff  WtoWowf  on  display  in  fh*  JOHN  WANAMAKfR  Fhi/oc#«lphia  Sfor* 

Ihousands  Sold  •  Thousands  of  References 
HIGH  RATED  •  RESPONSIBLE  BACKING 


au-aiuminum  \ 

Stu  StOXlMO  \ 

COMBINATION  \ 

WINDOWS  AND  PO  _ 


ii  XP? 


SCOTT  Windows  ore  olso  ovoiloble  KNOCKCD 
DOWN.  They  con  be  assembled  quickly  ond  eosily 
with  ORDINARY  T03LS.  No  speciol  equipment 
necessary.  We  repeat — "YOU  NAME  IT — SCOTT 
HAS  IT**' 

WRITE  —  WIRE  —  PHONE 

FOR  A  VALUABLE,  PROTECTED  FRANCHISE. 


SEAL-A-LUME 


ALUMINUM 
BOTTOM  SW  EEP 


.St';il  .\  l.innr  .Miuniiuim  bottom  .sweep  with  flexible 
sealer!  I’aiked  in  dozen  and  lialfdo/en  lots.  I.ow  ptite 
lor  (|nantit\  pnrthases.  Writi’  lot  priie  lists. 

ISQI  IRIHS  INVITED  ON: 

•  ALL’MINIJM  DOOR  AND  M  INDOW  HARDWARE 

•  DCROl.ENE  tt  INDOW  AND  SCREEN  SPI.INES 

Duro  Mfg.  Co.  1513  Ashland  Avenue  Baltimore  5,  Md.  EAstern  4201 
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STAINLESS  STEEL 


HEAT  TREAT  HARDENED 

SHEET  METAL  SCREWS 


I 


f 

Tl 


Will  Not  Rust 
No  Thread  Stripping 
Heads  Won't  Snap  Off 
Low  in  Cost 

Economical  to  Use  •  Attractive 
in  Appearance  •  Foolproof 

Immediate  Oeliyery  Without  Priorities 


ixpressly  Adapted  to  KD  Installations  as  Well 
as  Fabricating  All  Windows  and  Doors 


Mode  of  Type  410  Sfoinlets  Steel  tpeciolty 
keot  treoted  and  poliihed  for  extreme  threod 
cutting  ttrenpth  ond  moximum  corrosion  re- 
sistence. 

Ilimiootes  the  rutting  experienced  with 
codmium  or  chrome  ploted  Krews. 

Specioi  heot  treotment  insures  toughness 
ond  hordnest  necetsory  to  resist  stripping  of 


thrcods,  heod  breokogc.  domogc  to  slots,  etc. 

Stocked  in  Round  Heod,  Binder  Heod,  ond 
Ovol  Cts'k  Heod  styles,  in  diometers  d-d^S-IO 
ond  12  ond  in  lengths  H",  Vi**,  H"  ond 
Mode  to  your  order  in  other  sixes  ond 
head  stylet.  Also  ovoiloble  to  order  in  Phillips 
recessed  heod,  quontity  permitting. 

Let  us  quote  you  on  your  requirements. 


Industrial  Steels,  Inc 


All  the  $ign$  point  to  ELMONT  . . . 


NEW 


&lmo*U 


ELMONT 

575  HtMPSTSAD  TURNPIKE 


panel  mitred 
ALL-ALUMINUM 

COMBINATION 

STORM  &  SCREEN 

•  Heavy  H-Beam  Construction 
Gussets 

•  Hollow  Mullions 
o  Beautiful  Ribbed  Face 

(  Smooth  Interior 

•  Three  stainless  half-concealed 
hinges  riveted  to  Z-Bar 

•  8  Points  of  Attachments  make 
It  Sag-proof 


WAYS  to  ORDER 

1  —  Assembled 
2  —  "KD"  (knock-down) 
3  —  Semi-"KD" 


DOORS 


ADVANTAGES 

1  —  Low  Prices 
—  Distributor¬ 
ships  open 

PROMPT  DELIVERY! 


MFC.  CO. 


ELMONT,  NEW  YORK 
FLoral  Park  4-3620 


Forecasters  Optimistic 

{Continued  from  Page  69) 

Security  Program. 

“The  effect  of  all  this  is,  of 
course,  anti-inflationary,  and  might 
be  expected  to  have  some  mcxler- 
ating  effects  on  the  boom. 

“A.ssuming  .some  real  progre.ss  in 
economy,  the  Administration  is 
next  clearly  pledged  to  tax  reduc¬ 
tions.  The.se,  coming  after  the  bud¬ 
getary  economies  have  been  made 
effective,  might  very  well  give  a 
'  lift  to  the  economy  at  a  time  when 
I  it  may  be  needed. 

“The  indications  are,  therefore, 
that  the  new  regime  will  begin 
with  emphasis  upon  conservative 
measures  of  budget  balancing,  but 
that  it  will  keep  a  .sharp  eye  on  the 
I  economic  weather  and  be  prepared 
to  modify  its  course  if  and  when 
!  the  storm  signals  start  flying  on 
i  the  economic  front.” 


Aluminum  CombinoHons 

{Continued  from  Page  47) 

when  I  tell  you  it  was  beyond  our 
expectations. 

The  one  ix)int  that  was  brought 
home  to  us  forcibly  was  the  fact 
that  a  g(x)d  many  of  these  inquiries 
were  received  from  the  West  and 
the  Northwest — and  hark  this — 
and  from  the  deep  South — all  this 
notwith.standing  the  fact  the.se  ads 
specifically  mentioned  that  our 
company  produced  storm-screen 
products. 

I  give  you  this  thinking  to  show 
you  the  trend  of  our  industry — to 
show  you  that  these  people  who 
inquired  about  our  products  are 
far  sighted  enough  to  realize  that 
if  they  don’t  .sell  these  profitable 
consumer  items,  someone  else  will 
—and  right  in  their  own  back 
yards.  There  are  always  pioneers 
in  every  industry  whether  it  be 
large  or  small.  There  are  always 
those  who  will  venture  forth  into 
new  fields  becau.se  the  trend  points 
towards  that  end.  Our  business  is 
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such  that  I  have  yet  to  see  any 
total  failures  who  have  sold  com-  , 
modities  such  as  ours.  I  bring  this 
question  up  and  use  the  term 
“total  failures”  because  in  my  ex¬ 
perience  over  a  good  many  years 
in  the  storm  window  industry,  I 
do  not  know  of  anyone  who  has  ^ 
completely  gone  out  of  our  busi-  ; 
ness  because  our  product  could  not  ^ 
be  sold — and  incidentally,  1  include 
the  West  and  Northwest  which  is 
another  rea.son  why  our  thinking 
is  pointed  in  the  right  direction 
again.  If  there  is  a  decline  in  the 
sale  of  our  products,  it  has  to  be 
for  rea.sons  that  are  foreign  to  our 
way  of  thinking.  New  .sales  and 
promotional  ideas  are  always  es¬ 
sential  for  continuous  growth. 

BuKines.s  In  Infancy 

I  spoke  a  moment  ago  about  a 
complete  line  of  storm-screen  prod¬ 
ucts.  Perhaps  in  your  particular 
areas  you  may  not  be  able  to  sell 
all  of  our  manufactured  commodi¬ 
ties,  but  I  know  there  are  various 
items  in  the  storm-.screen  line  that 
fit  in  with  your  pre.sent  operations. 
You  also  know  as  well  as  I  that 
the  profit  possibilities  are  excel¬ 
lent.  I  mention  profit  becau.se 
frankly,  that  is  what  we  are  both 
interested  in. 

Need  I  tell  you  that  the  storm 
window  business  is  still  in  its  in¬ 
fancy — the  surface  has  not  been 
scratched.  I  jioint  out  to  you  that 
storm  windows  built  t(xlay  are  not 
the  .same  as  they  were  five  short 
years  ago.  Today  what  we  call 
storm-.screen  windows  are  no  more 
that  name  than  having  .someone 
call  me  a  Jet  Pilot  because  I  drive 
an  automobile.  The  way  storm- 
.screen  windows  are  built  in  the 
year  1952  is  the  nearest  thing  to 
primary  double-hung  windows  that 
can  be  made — in  fact.  I  would  go 
so  far  as  to  .say  the  name  storm- 
screen  window  is  outmoded  and 
that  the  term  “.secondary  window” 
be  u.sed  in  its  place.  Frankly  in  ■ 
my  opinion,  it  is  a  more  modern  ‘ 
term  of  explaining  what  we  manu¬ 
facture  and  sell  becau.se  it  is  a  : 

(Continued  nti  Page  72)  I 


^ewi/  m  [ticmiR  V'STRINGER* 


NEW!  "POLAR  QUEEN"  Extruded  Aluminum 
Anodized  Storm  Windows  and  Doors 

WINDOWS  —  Speciol  frock  design  —  with  triple  profits 
for  you! 

DOORS  —  Mode  right  by  men  with  the  'know-how."  Post 
delivery  assured. 

A.  H.  STRINGER  COMPANY 


209  Walnut  Street 


Girard,  Ohio 


^hoiia 

5-9125 
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...  silicone  masonry  water  repellent 

■I  year  'round  business 
OFFERS  and 

healthy  profits 

to  alert  sales  organizations 

lndi\idual  homes,  apanmenis,  schools,  factories,  churches,  office  and  public 
buildings  all  require  CiRY'STAI.  protection  to  keep  walls  dry,  preserse  tuck¬ 
pointing,  prevent  staining  efflorescence,  etc.  (^RV'S'I'AL,  original  silicone  invisible 
masonry  water  repellent,  provides  advantages  offered  by  no  other  material. 

You  can  make  good  money  offering  Wurdack’s  proven  one<oat  above  grade 
masonry  protection.  Nothing  equals  it!  Almost  every  brick,  stone,  concrete 
or  concrete  blmk  structure  offers  you  a  real  prospect.  (-RYSTAL  is  being 
used  with  acclaimed  success  on  many  of  the  most  famous  structures  in  the 
Nation.  Widely  publicized  and  advertised,  (CRYSTAL  is  specified  by  leading 
architects!  An  all  year  'round  orofitable  business  —  CRYSTAL  may  be  applied 
even  in  freezing  weather. 


GET  INTO  THIS  FIELO  . . .  We  are  interested,  now,  in  franchising  organizations 
equipped  to  sell  waterpriMifing  jobs,  and  to  arrange,  with  our  help,  in  getting 
them  done.  ^X'e  train  your  sales  force,  give  you  full  patent  protection.  We  fur¬ 
nish  (  RY'STAI.  at  lowest  distributor  prices.  Profit  |iossibilities  are  excellent  both 
for  hard  selling  organizations  able  to  finance  their  own  work  and  for  their 
salesmen. 


W  RITE  /.V 
CONI  IDEM  E 


inimHCK 


CHEMICAL  COMPANY 


4940  FYIER  AVENUE  •  ST  lOUIS  9.  MO 


ALUMINUM  Extrusions 

NOW  AVAILABLE 

Fast  Delivery  from  Italy 

•  Delivery  will  start  20  days  from  receipt 
of  blueprints  in  Italy.  Quality  guaranteed. 
Bonded  delivery  promise.  Limited  capacity, 
act  quickly  to  secure  first  shipments. 

co«.,w,  ,.  extrusion  SALES  CO. 

740  LEADER  BLOG  CLEVELAND,  OHIO 

Phone  CHerry  1-1450 


Aluminum  Combinations 

(Con fit! lied  from  Page  71) 

secondary  window. 

If  you  will  stop  and  think  for  a 
moment  and  consider  the  construc¬ 
tion  of  the  pre.sent  storm-screen 
units,  you  will  find  they  operate 
exactly  as  the  i)rime  double-hunp 
windows  on  your  home — with  the 
exception  that  our  storm-screen 
construction  is  such  we  must  lift 
the  dead  weight  of  our  sash  pan¬ 
els.  The  reason  for  this  being  that 
prime  windows  for  your  home  are 
made  to  hou.se  lifting  weights  and 
our  storm-.screen  window  has  no 
more  than  a  maximum  of  about 
an  inch  and  an  eighth  in  thickness 
to  work  with.  You  can  readily  un¬ 
derstand  why  we  must  operate  our 
units  as  we  presently  do. 

('ombination  Doors 

So  far  1  have  sixiken  primarily 
about  the  storm-.screen  combina¬ 
tion  window.  The  same  real  prog¬ 
ress  has  been  made  with  the  storm- 
.screen  combination  d(M)r  and  I 
know  you  will  agree  with  me  that 
this  type  of  door  can  be  .sold  in  all 
areas  of  our  country — hot  or  cold 
— because  my  own  company  is  do¬ 
ing  it.  and  I  might  add,  doing  a 
tremendous  Job.  Then  there  is  the 
line  of  dwelling  and  commercial 
.screens  that  you  and  I  know  have 
a  market  everywhere.  This,  too,  is 
an  excellent  profit  item.  This  is  an 
item  that  is  fast  coming  to  the 
fore  in  areas  we  were  told  had  no 
Li.se  for  screens.  Progressive  pro¬ 
motion  and  the  will  to  do  it  makes 
this  po.ssible. 

In  conjunction  with  the  items 
just  mentioned,  there  are  such 
products  as  porch  enclosures — 
both  glass  and  screen,  or  glass  or 
screen.  Basement  windows,  too,  are 
in  the  .same  category  I  just  men¬ 
tioned.  You  understand,  of  course, 
that  these  items  plus  a  number  of 
others  would  round  out  and  make 
a  complete  line  that  if  handled 
properly  is  exceptionally  profitable. 

I  need  not  dwell  on  the  fact  that 
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all  our  products  are  made  of  alumi¬ 
num.  The  tremendous  story  you 
can  tell  about  this  metal  is  fabu¬ 
lous.  Let  it  suffice  to  say  that  these 
products  made  of  aluminum  are 
still  what  people  want  and  when 
the  trend  will  be  towards  other 
metals  or  different  materials,  our 
industry  will  jro  forth  into  these  , 
fields.  j 

j 

Interest  Sells  Windows 

{Continurd  from  Page  18) 

lire  due  to  his  small  but  active  .sales 
force.  There  are  four  salesmen 
covering  all  Hud.son  County.  Three 
are  old  experienced  hands  in  the 
jrame  of  .selling  windows;  the 
fourth  was  broken  in  six  months 
aRo,  and  “he’s  a  live-wire  who 
should,  at  the  rate  he  is  RoiiiR, 
averajre  better  than  $8000  for  the 
year.”  All  prefer  workiiiR  on  a 
.straiRht  20%  commission  basis. 
“If  that’s  the  way  they  want  it, 
it’s  all  riRht  with  me.” 

This  kind  of  amenability  was  re¬ 
flected  in  the  amiable  relations  Mr. 
Rap|)  has  with  his  men.  As  I  .sat 
in  the  office,  several  of  his  sales¬ 
men  came  and  went.  There  was  no 
stiff  formality,  no  barrier  in  their 
.social  intercourse.  They  addressed  I 
each  other  as  Harold,  GeorRe  and  j 
Stan.  There  was  an  atmosjihere  of 
relaxation  and  lack  of  tension.  One 
of  the  men  has  a  cardiac  condition; 
another  acquired  ulcers  from  a  jire- 
vious  a.ssociation.  This  job  seems 
to  be  what  the  doctor  ordered. 

“Haste  makes  waste.”  says  Mr. 
Rapp.  “Sure,  competition  is  keen 
— and  I’m  Rlad  it’s  there.  Competi¬ 
tive  ads  have  made  consumers 
storm-window  con.scious.  So  they’re 
there  waitiiiR  for  us.  It’s  not  nec- 
es.sary  to  break  your  neck  raciiiR 
other  salesmen  to  the  door.  Con¬ 
fidence  in  your  product  and  the 
knack  of  RettinR  the  homeowner  to 
look  at  it  will  make  sales.  WorkinR 
with  anxiety  only  makes  ulcerated 
stomachs.  The  .sales  approach 
should  be  that  you  have  more  to 
offer  the  prospective  customer  than 
(Continued  on  Page  74) 


(PICTURE  FRAME) 


All-Exiruded 
Aluminum  Combination 
Storm  Windows  and  Doors 


*  Competitively  Priced! 

*  Excellent  Quality! 

*  Completely  Interlocked! 

*  Positive  Cam  Catch! 

*  No  Springs  to  Rust  or  Lose  Tension! 

*  Beautifully  Mitred  Picture  Frames! 

*  Completely  Extruded! 

*  Superbly  Engineered! 


WANTED: 

DEALERS  MO  DISTRIBUTORS! 


PROMPT  DELIVERY  AT  ALL  TIMES  IS  ASSURED. 
K.  D.  OR  COMPLETELY  ASSEMBLED 


Write  or  Call  .  •  . 

T)rip- 

1610  RALPH  AVENUE  •  BROOKLYN  36,  N.  Y.  •  CL  3-7525 


I  ('  A  L  I  F  0  R  N  1  A  R  K  I)  W  0  0  D 


Band  Sawn-Premium  Quality 

You  may  a«e  the  ezprrirnre  wr  have  gained  over  many 
years  supplying  rombination  window  and  door  manu- 
farturera.  Guaranteed  shipmenta  on  regular  arhedulra. 

I. el  U8  help  you  solve  your  problems. 

Direct  Mill  Skipmentt  Only 


3)on  XVallace,  3nc. 

(lUatdian  Hldu  WOndward  Dj-liuit 
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NEW  LOOK  to  all 
natural  aluminum 


STORM  WINDOWS  AND  DOORS 

r\c  At  CDC  CAV.  "It'*  perfect  antwer  to  our  euitomers' 

OM  T  .  'How  do  I  keep  it  clean?'  " 


question 

DISTRIBUTORS  WANTED 
TO  SELL  DEALERS,  IN- 
STALLERS,  etc. 


Prices: 

Sample  $1.  sire  —  75c 
Gallon  can  —  $2.75  net 
Case  of  24  $1.  cans  —  $14.40  net 
Cash  with  order,  shipped  prepaid 

PROTECTALUHI,  IMC. 

110  Center  Street,  New  Milford,  N.  J.  Orodell  8-6196 


OUTSTANDING  SALES  OPPORTUNITY 

We  are  one  of  the  nation's  largest  and  oldest  manufacturers  of 
the  finest  aluminum  combination  windows  and  doors.  Due  to  over¬ 
whelming  public  acceptance  of  our  present  products  and  because 
of  new  outstanding  products  now  ready,  we  are  embarking  on  a 
tremendous  expansion  program  for  1953.  We  are  seeking  several 
men  to  add  to  our  sales  organization  who  sincerely  want  to  better 
themselves  —  who  seek  a  permanent  position  with  a  real  future. 
These  men  should  have  the  ability  and  background  to  work  with 
our  present  distributors  and  to  establish  new  ones.  Excellent  salary, 
commission  and  expenses.  Write  for  an  interview  giving  full 
particulars. 

Aiumatic  Corp.  of  America 

2081  So.  56th  Street 
Milwaukee,  Wisconsin 
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(Contimted  from  Page  73) 

he  you ;  definitely  not  the  obse¬ 
quious  please-I’m-workinK-my-way- 
throuKh-colleffe  approach.” 

Every  Friday  the  staff  sits  down 
with  Mr.  Rapp  and  discu.ss  their 
experiences  during?  the  week,  ex¬ 
change  ideas,  iron  out  wrinkles, 
consider  ix)ssible  leads,  and  ease 
the  way  for  each  others’  clinchinK 
of  a  deal.  They  operate  as  a  team, 
helping  each  other,  in  the  secure 
knowledge  that  in  the  long  run  they 
will  all  gain. 

It  was  at  one  such  confab  that 
Mr.  Rapp  made  an  ob.servation 
which  runs  counter  to  all  the  ap¬ 
proved  texts  on  good  .salesmanship. 
The  accepted  rule  is:  Have  a  thor¬ 
ough  knowledge  of  your  field.  Says 
Mr.  Rapp,  “Too  much  knowledge 
can  get  in  the  way  of  a  .sale.  While 
one  man  goes  into  a  long-winded 
spiel  about  the  physics  governing 
the  operation  of  a  window,  an¬ 
other  is  making  a  .sale  by  the  .sim¬ 
ple  method  of  demonstrating  the 
operation  on  his  portable  model. 
The  simple,  visual  method  is  the 
best  method.  That  will  get  you 
sizeable  commis.sions.  The  other 
will  land  you  a  job  as  a  Univer¬ 
sity  instructor  at  teachers’  pay,” 

Conferences  Helpful 

Many  of  the.se  conferences  have 
Ixjen  beneficial  in  a  material  way. 
At  one  it  was  agreed  that  the  .sales¬ 
man  who  contracted  the  job  be 
present  at  the  in.sfallation.  The  in¬ 
quiries  of  the  sidewalk  spectators 
resulted  in  other  jobs. 

Several  promotional  devices  are 
employed  to  back  up  the  efforts  of 
the  .salesmen.  There  is  continuous 
telephone  canvassing  through  mu¬ 
nicipal  street  directories  by  four 
girls  who  are  permanently  em¬ 
ployed  for  that  purpo.se.  They  work 
on  a  5%  commi.ssion  for  leads  that 
culminate  in  .sales.  The  salesman 
a.ssigned  to  follow  up  the  lead  gets 

1,5%. 

A  quarter-page  ad  in  the  local 
telephone  directory  paid  for  it.self 
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in  a  few  days.  One  of  the  most  , 
effective  .schemes  is  Ihe  post-card-  j 
equals-$5.  If  a  sale  results  from 
this  lead,  the  .sender  receives  $5. 

Another  ingenious  idea  is  the 
moveable  display  storm-window 
with  a  shelf  for  literature.  Con¬ 
structed  on  wheels,  it  is  easily  ma-  j 
neuverable  and  offers  no  ob.struc-  1 
tion  in  the  stores  where  it  is  plact'd. 
Kveryone  is  welcome  to  examine 
and  manipulate  the  sample.  From 
every  sale  resultintr  from  this  ad¬ 
vertisement.  the  store  collects  .  | 

These  .schemes  and  devices  are 
all  to  the  Kood,  but  in  the  last  anal¬ 
ysis  it  is  to  his  penuiui’  interest  in 
his  elastomers  that  Mr.  Rapp  at-  i 
tributes  his  success  as  a  .storm-win¬ 
dow  dealer.  "I’m  not  in  this  busi- 
nes  to  make  a  pile  in  a  few  years  j 
and  then  quit.  This  is  my  life-  I 
work.”  Hence,  Mr.  Rapp  has  the 
loiiK-rantre  view.  He  believes  it  is 
economical  to  spend  a  little  more 
today  to  insure  greater  benefits 
tomorrow.  “Satisfy  the  cu.stomer” 
is  no  idle  phra.se  with  him. 

Customer  Receives  l^etter 

The  day  following  the  consum¬ 
mation  of  a  .sale,  the  customer  re¬ 
ceives  a  letter  which  a.ssures  him 
of  delivery  as  jier  .schedule.  A 
friendly  relation  is  e.stablished,  es¬ 
pecially  .so  since  the  homeowner  j 
knows  that  Mr.  Rapp  has  not  even  ' 
had  time  to  check  on  his  credit  for 
an  F’HA  loan.  In  addition,  Mi.ss 
(Joldberg,  Mr.  Rapp’s  efficient  .sec¬ 
retary,  prepares  a  separate  folder 
for  each  cu.stomer,  and  keeiis  it  on 
file.  Not  only  does  it  detail  this  sjie- 
citic  .job  but  includes  specifications 
of  those  windows  in  the  house  not 
covered  by  the  sale.  In  a  sense  it 
is  like  the  doctor’s  ca.se  history  of 
a  patient. 

VV’hat  his  customers  appreciate 
more  than  anything  el.se  is  that 
.Mr.  Rapp  is  as  ko<><1  his  word. 
His  tine  working  arrangement  with 
the  .storm-window  manufacturer 
makes  it  ixissible  for  him  to  ful¬ 
fill  his  promise  of  a  two  to  three 
week  delivery,  h’urthermore,  com- 

(Contiuucd  on  Pope  76) 


,/  $A\/e  25%  ON  yOUR 
'  CASeMiNT  STORM  SASH  COSTS! 


HiW  DiSIGM 

for 

FAST,  FAST 
ASSSMBLY 

NO  SPECIAL 
EQUIPMENT 
NEEDED 


Insids  Typ«  —  Easy  fo  install. 
Finest  storm  window  mode.  In- 
terchongeoble  with  screens. 

'•'"i 

.  "*  *  "frr 


bestcomstructioh 

Top  quality  motorial.  used  through¬ 
out  All-aluml"um  tromes  end  in¬ 
serts.  VentHating  units  ovoiloblo  with 

joather  stripping.  All  h.rdwor. 
tarnished. 


Outtid*  Typ*  —  Permanent, 
self-storing.  No  unsightly  clips  or 
brackets  used  to  hold  insert  panel. 


Here’s  quality  storm  sash  at  spectacular 
savings!  You  can  buy  Wilson  K-D  units 
at  prices  far  below  assembled  cost.  You 
also  save  on  shipping  charges.  All  you 
'  do  is  assemble  the  frame  and  glaze  the 
insert  — no  other  assembly  necessary. 
Your  total  cost,  including  K-D  unit,  glass 
and  labor,  will  average  a  good  2  5%  /e« 
than  the  cost  of  factory  assembled  storm 
sash! 

WITH  THIS  NEW,  IMPROVED  SASH,  ANYONE 
CAN  DO  HIS  OWN  ASSEMBIINGI  BUY  K-O 
FROM  WILSON  AND  MAKE  A  BIOOER  PROFIT. 
YOUR  CHOICE— OE  LUXE  OR  ECONOMY 
MODELS. 

WaHa 

fePL  S)ztai£d,  and  TAiceA 


L.  S.  WILSON  MFC.  CO.  . 


2326  S.  WtSTEDN  AVI,,  CHICAGO  8  ILL. 


Dealership.':  Available  .  .  . 

LITTLE-BEAVER’S  FAMOUS 
STORM  WINDOWS  &  DOORS 

•  Semi  K-D  or  Vully  Assembled  •  Prompt  Delivery 

STOK.M  DOOKS:  one  inch  thick,  two  lile,  Z-Bar  type  fi.SSTS 
Aluminum. 

.STOK.M  WINDOWS:  The  .Ml  I’unchid  Window  !  .Anodized 
lip-type!  No  Springs /  No  clipH  !  No  ncrews  ! 

Cash  in  on  this  PROFITUNITY!  Write,  wire  or  phone  for  details! 

THE  LITTLE-BEAVER  BEG.  CO. 

Dept.  B.S  1513-15  Ashlond  Ave.,  Boltimore  33,  Md  EAitrrn  4200 
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•  a  new  profit  opportunity  ^ 
—  waiting  for  yon! 

SEU  WILLIAMS  OARAGES 


*  Kiln  Ori«d,  No.  2 
or  Bettor  Lumber 


*  215-lb.  Shingle  Root 


•  3— 20s25  Windows 


*  Concrete  Foundation 


*  Strand  All-Steel 
Overhead  Door 


New  Beauty  New  Designi  New  Prices 

Now  is  the  time  to  capitalize  on  new  business.  WILLIAMS  garages  come  ready 
to  assemble  —  with  the  finest  materials  throughout. 

Get  the  Awaiting  Business  Now 

"Garages  Our  Specialty  —  Not  a  Sideline" 

WILLIAMS  Lumber  &  MIg.  Co. 

4039  (ofe  Brilliante  •  Sf.  Louis  8,  Mo. 


ALUMINUM  COMBINATION 
CASEMENT  SASH  &  SCREEN 


DOUBLE  STRENGTH 
GLASS 

EXCLUSIVE  DRIP 
CAP 

Many  tucfuUra  Tafritarlai  AvaHobia 


UNIQUE 

INTERLOCKING 

DESIGN 

COVERS  VENT  OPENING 


CORK  INSULATION 


WRITE  —  WIRE 
or  PHONE  .  .  . 


WIN-SUM  WINDOW  CORP. 

13006  GREELEY,  DETROIT  3.  MICH.  TOwnsend  |  ^5 
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plaints  are  dealt  with  almost  at 
once.  Mr.  Rapp  used  to  rely  on  con¬ 
tractors  to  service  windows,  but 
I  too  often  many  days  would  elap.se 
I  before  his  cu.stomers  jfot  satisfac¬ 
tion.  Now  he  has  two  .salaried  serv¬ 
ice  men  on  tap  who  answer  calls 
within  hours. 

The  reward  for  these  considera¬ 
tions  is  that  30%  of  his  leads 
comes  from  contented  customers. 
They  know  that  Rapp  Sales  Com¬ 
pany  stands  for  a  solid  guarantee 
1  of  all  claims.  “Man  lives  by  more 
than  bread  alone,  and  I’m  not 
jeopardizing  my  personal  integrity 
and  reputation  for  a  measly  dollar. 

“Let  the  unethical  crowd  enjoy 
that  kind  of  money.  Which  re¬ 
minds  me:  I’m  a  member  of 
NERSCA  and  I’m  very  happy 
about  the  action  taken  by  my  or¬ 
ganization  in  clamping  down  on 
sucker-claims  and  borax-ads.  Hon¬ 
est  businessmen  have  a  fighting 
chance  now.  When  my  men  are  out 
canvassing  they  meet  with  plenty 
of  people  who’ve  had  their  p(x:ket- 
books  burnt  by  unscrupulous 
firms.’’  It  appears  that  many  a  door 
has  been  slammed  in  their  faces 
with  the  recurrent  epithet :  “You’re 
all  a  bunch  of  crooks!’’ 

His  parting  words  to  me  reveal 
the  character  of  a  man  with  a  pro¬ 
gressive  business  outl(K)k:  “I  have 
been  called  crazy  for  many  of  my 
sales  promotion  .schemes,  but 
they’re  paying  off.  I  expect  to  open 
up  two  more  stores  before  long, 
and  I’ll  be  branching  out  into  coun¬ 
ties  adjoining  Hud.son.  My  aim  is  to 
wii)e  out  dead-spots  in  the  window¬ 
selling  season.  It  can  be  done.  My 
best  salesmen  used  to  scoff  at  the 
idea  that  windows  could  be  sold  in 
the  heat  of  summer.  George,  who 
was  just  a  naive  kid  to  them,  went 
out  in  July  and  August  and  brought 
in  a  raft  of  orders.  What  George 
did  in  summer,  we’ll  do  when  the 
thaw  sets  in  and  the  robbin  comes 
bobbin’  in  the  Spring!’’ 
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More  Attractive  Ads 

(Continued  from  Page  50) 


ever  dreamed  possible.”  The  ad  ; 
includes  a  Planninjr  Guide  booklet  I 
offer.  “Read  this  fascinating  book-  j 
let  full  of  practical  helpful  .space  ' 
saving  hints  and  interesting  cut-  : 
outs.  Helps  you  plan  a  new  mod¬ 
ern  kitchen  —  at  ab.solutely  no 
charge  to  yourself.  Mail  coupon 
below.” 

Strong  price  appeal:  Stop  Search¬ 
ing  for  Storm  Windows!  Take  ad¬ 
vantage  of  the.se  value-packed 

N . Windows  —  still  at  a  low, 

low  $ .  installation  included. 

Pay  nothing  now.  First  payment 
in  three  months.  Phone  right  ! 
now.” 

Special  offer  appeal:  “Repeat 
Offer!  —  You  Save  $45!  Gombina- 
tion  door.... You  are  able  to  get 
a  regular  priced  $80  door  for  just 
$35  with  the  purchase  of  10  low- 
cost,  high  quality  aluminum  win¬ 
dows.  No  cash  needed.  Take  3  . 
years  to  pay.  Home  demonstra¬ 
tion  and  estimate  free.” 

Safety  theme:  “Don’t  Risk  Your 
Life!  Stop  taking  chances  on 
shaky  ladders.  Change  to  alum¬ 
inum  combination  storm  and  screen  , 
windows....” 

Vanity  plu.s  utility:  “Rain  or 
shine,  be  smart  —  own  an  alum¬ 
inum  awning.  Incomparable  beau¬ 
ty  .  .  .  mechanical  perfection ;  .self¬ 
storing!  A  doorway  canopy  that’s 
distinctively  different,  smartly  | 
.styled.  Offers  excellent  protection.  I 
Individually  tailored  to  fit  every 
job.”  Advantages  are  then  listed. 

Price  plus  quality,  plus  work 
guarantee:  “Get  all  your  money 
can  buy!  Before  you  buy  —  in¬ 
vestigate  P  .  improved  com¬ 

bination  .storm  and  screen  win¬ 
dows.  Applied  to  your  home  by 
skilletl  mechanics  using  the  fine.st 
materials  —  your  double  assurance 
of  a  reliable  job!” 

Convenience  and  comfort  theme;  | 
price  .secondary:  “Free  yourself 
from  troublesome  .screen  changing. 
U.se  L  . ’s  .self-storing,  alum¬ 

inum  combination  .storm  and  .screen 
(Continwd  on  Page  78)  | 
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Thf  “Triple  Track'  Stays  Sold 

We  ask  you  honestly  —  Compare  STO-A-CO  triple  track  com¬ 
bination  and  doors  with  any  other  combination  on  the  market. 
Compare  STO-A-CO  for  appearance  and  style  —  for  smooth, 
permanent  trouble-free  TRIPLE  TRACK  operation.  Compare 
them  any  way  you'd  like.  STO-A-CO  products  are  built  to  stay 
sold  —  that's  why  more  and  more  smart  home  owners  are 
turning  to  STO-A-CO.  Every  demonstration  proves  their  suoer- 
ior  quality. 

ASSEMBLY  PLANTS  STRATEGICALLY  LOCATED 
To  Give  Prompt  Etiicient  Service 
Distributorship  Inquiries  Invited 

"§mt  PM  IMf  WMTNM  TO  tAST  PMIVII” 

POfT  OPHCI  BOX  *7  Phine:  Woytand  24*1  APCO,  OHIO 


are  you  happy? 

It  will  pay  you  to  investipote  what  we 
have  to  otter  to  olert  deolert  and  dis¬ 
tributors  in  tomous  MORT  Sto-A-Co 
ALL-WEATHER  triple  track  combina¬ 
tions!  A  tew  choice  territories  open  riqht  new! 


CALL  OR  WRITE  TODAY! 


^  4th  &  GIRARD  AVE 
PHILADELPHIA  23 


GENERAL*S  Arrow 
All  Fully  Extruded 
Combination  DOORS 

.  .  .  Are  beautifully  designed  with  fluted 
fronts,  precision  engineered  and  "priced" 
right  for  volume  soles  and  big  profits! 

Check  These  Quality  Features: 

*  Easy  installation 

*  All  fully  extruded  aluminum  construction 

*  Z-bar  precision  frame 

*  S-S  hinge  hardware 

*  Storm  King  pneumatic  door  check 

*  Double  spring  safety  chain 

*  Aluminum  wire  screening 

*  Embossed  kick-plate  panel 

*  Extruded  door  sweep 

*  Grilles  recessed  inside  of  stiles 

*  Warp  and  rustproof 


Complete  with  hardware 


K.O. 


Immediate  Delivery! 

Write,  Phone  or  Wire 
for  Profit-Making  details  today! 

General  Screen  and  Sash,  Inc. 

Em  oflicts:  SO  Tulip  PI.,  Garden  City  Pk..  L.  I.,  N.  Y 
GArden  City  7-1204  171 1 

Factory:  111  Rootevelt  Avenue,  Mineola,  L  I.,  N 


•  MANUFACTURED  TO  EXACTING 
STANDARDS  AND  COMPETITIVELY 
PRICED.  ...  AN  ATTRACTIVE  AND 
STURDY  ITEM  HOME  OWNERS  WILL 
NOW  EXPECT  TO  BE  BUILT  INTO 
THEIR  STORM  DOORS  AS  A  STAND¬ 
ARD  PART.  BE  PREPARED  TO  MEET 
THEIR  DEMANDS,  WRITE  FOR  PRICES 
—  IMMEDIATE  DELIVERY  —  ANY 
QUANTITY, 

•  ('.nilom  l|,•\innill!!  mill  iiinniifiirliirinn 
III  llie  “romliiii’lioii"  Irmir.  Prerision 
iiort,'  in  Mlanififd,  ilie-riisl  or  marliiiinl 
r-ii'ii/mnf'fi/.e  from  tlriiniim  ho-inl  lo  fin- 
islirit  /iiirl  or  nholp  iiiiii.  ('oii.mi.'lii/ioii 
H  illioiil  oliligiil  on. 
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(Continued  from  Page  77) 

windows.  Keep  your  home  cozy 
and  comfortable  this  winter.  The.se 
fine-quality  windows,  precision - 
made  to  last  for  years,  insure 
perfect  protection  against  wintry 
winds  and  frost.  Then,  ne.xt  sum¬ 
mer,  ju.st  flip  your  fiiiKer  and  it’s 
Koodbye  to  worries  about  bother¬ 
some  in.sects,  dirt  and  jrrime.  No 

installation  worries,  either;  L . 

will  in.stall  them  for  you.  You  can 
Ket  them  now  at  the  remarkably 

low  price  of  $ .  Hurry.  Home 

owner’s  special  only.” 

Vanity  hixhIiKhted:  “(Jlamorize 

your  home! — with  the  new  Q . 

.‘{-track  ail  aluminum  combination 
window!  ...” 

Season  appeal  and  money -saved:  i 
“Winter  is  cominpr  .  .  .  and  .so  are 
heatinjr  bills!  If  you  want  minimum 
heat  bills  and  maximum  warmth 
.  .  .  no  matter  how  cold  .  .  .  in- 
vestiKate!  —  Aluminum  combina¬ 
tion  windows.  .  .  .” 

Stronjf  price:  “Good  homemak- 

intr  calls  for  P . Why’/  Because 

our  price  dares  them  all!  .  . 

The  acl-fa.sf  fheme!  “.‘{  days 
only!  Combination  .screen  and 
storm  windows.  Any  size  —  one 
low  price.”  Features  detailed, 
them  —  ”  —  A  chance  of  a  lifetime 
if  you  act  fast  —  call  today!” 

Sfronx  seasonal  approach:  “Be¬ 
ware!  Winter’s  cominpr!  Prepare  ! 
and  protect  your  home  now  for 
the  raw,  icy  winter  ahead.  .  .  .  This 
winter  stop  talkin^r  about  the 
weather  —  do  .somethin)?  about  it. 
Protect  your  home  and  family  with 
the.se  )?enuine  :{-track  combination 
windows.  No  finer  type  made.  You 
)fet  year-’round  protection  and  | 
comfort  —  in  one  complete  self- 
storiii)?  unit.  No  more  drafts.  No 
more  cold  “zones.”  No  more  sky- 
rocketiii)?  fuel  bills.  .  .  .” 

The  “bi)f  news”  theme:  Lar^e 
headline,  then  detailed,  inclusive 
copy:  “The  latest  development  in 
storm  window  history!  Triple¬ 
slide  storm  and  .screen  windows — 
with  a  heart  of  stainle.ss  .steel! 
Chemically  treated  and  .satin  fin- 


ITS  NOW  HERE 

The  cut  stock  service  you’ve 
always  needed 

(AllFORNIA  REDWOOD 
KILN  DRIED 

Storm  and  Screen  Door  Stock 
Storm  and  Screen  Sash  Stock 
Furnished  cut  to  width  and  length 
—  Rough,  S2S  or  moulded  to  your 
exact  patterns 

Eliminate  raw  lumber  storage, 
ripping,  cutting  and 
moulding  operations 
Storm  and  screen  door  and  sash 
stock  can  be  furnished 
in  same  car 

Delivered  prices  quoted  upon 
receipt  of  specifications 

FRANK  R.  ADAMS 
ASSOCIATES,  INC. 

35  East  Wacker  Drive 
Chicago  1,  Illinois 
Telephone:  Randolph  6-3626 
Teletype:  CC  1618 


Worid's  first  packaged 
alaminum  awning 


iets  you  fit  any  size 
window  — from  stock! 


Here's  the  big  news  in  metal  awn¬ 
ings— Childers  Aluminum  Awnings 
are  completely  packaged  with  all 
fittings  at  the  factory.  No  special 
tools  or  tedious  assembly  required. 
Gleaming,  baked-on  enamel  finish. 
Leokproof  yet  ventilated.  Rot- 
proof,  fade-proof,  rust-proof. 


Dailars  wrilt: 

ChildBrs  Mfg.  Co. 


CHILDERS 

All  ALUMINUM 


M20  Wait  tlrh  St. 
Houiton  a,  Taxat 
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ished.  Nothintr  to  change,  nothinj?  ! 
to  store.  Just  slide  the  sash  to 
suit  the  season.  Nationally  adver¬ 
tised  in  the  Saturday  Kveninj;  Post 
and  Time  matrazine.  K.xclusive  — 
Aluminum  panels  that  slide  uj)  and 
down  on  stainless  steel  channels 
superimposed  on  aluminum  tracks 
to  prevent  sticking  and  jamming, 
('ontrolled  ventilation  —  they  ven¬ 
tilate  in  any  position  —  top  or  bot¬ 
tom —  and  you  can  use  screen  top 
and  bottom,  ('omi)are!  Compare 
them  with  any  other  window  — 
construction,  quality,  durability, 
ease  and  trouble-free  operation, 
ventilation,  e.xclusive  patented  fea¬ 
tures,  reliability  of  company,  low 
prices.  Thousand  and  thousands 
of  .satisfied  users.  Immediate  in¬ 
stallation  by  factory-trained  me¬ 
chanics.  No  money  down  —  take 
.‘>6  months  to  j)ay  in  ea.sy  monthly 
installments.  For  free  demonstra¬ 
tion  and  bijr  values  —  call  or  write.” 

Conclusions 

From  the  above  examples,  a 
number  of  conclusions  about  writ- 
iiiK  Kood  spet;ialty  dealer  new.s- 
paper  advertisements  can  be  drawn. 

Amontf  them  are:  j 

1 

1.  The  price  appeal  is  very  pow¬ 
erful  but  price  alone  will  not  sell. 
Always  couple  price  with  quality 
ai)peal.  with  fine  materials,  excel¬ 
lent  workmanship,  sptxdal  or  ex¬ 
clusive  features. 

2.  Use  a  siiiKle  dominant  appeal 
in  your  ad  —  to  catch  the  eye  and 
interest:  then  emi)hasize  all  the 
strong  selling  features  your  prod¬ 
uct  pos.ses.ses  without  allowiiiK 
your  ad  to  become  “cluttered”  or 
confusing  and  thus  weak.  Be  spe¬ 
cific  in  writing  copy,  never  vajriit' 
or  Kvneral.  Hit  your  .sellin^r  points 
as  hard  as  you  can. 

.’5.  in  writing  your  ads,  remem¬ 
ber  that  you  are  appealing  to 
homeowners,  and  homeowners  are 
women  as  well  as  men.  The  vanity 
appeal,  .so  stroiiir  in  women,  is 
.sometimes  neKlwted,  and  should 
not  be.  I 

(Cotifiniu  (i  OH  Pane  80) 


More 
Volume 

eaiiDeim 

COMPANY 

manufacturers  of  pfolflc  file 

2938  West  63rd  Street 
Chicago  29,  Illinois 


We  are  pleased  to  announce  that 
we  now  can  deliver  all  colors, 
as  previously  shown  in  our 
complete  line. 


GUILDCRCST 
f  . . 1 


STORM  DOOR 

ALUMA- GRILLE 


ALUMA-GRII.LE  —  Si/e 

6x29'/"  and 

with  'k"  extruded  alumi- 


ALUMA-GRIM  E  —  Si/e 
16x29'//"  and  16x11'/", 
with  ' «"  extruded  aluini- 

$3.00 

ALUMINUM  SPECIALTIES  COMPANY 

1 15  Market  Street  Youngstown,  Ohio 


♦200 


ALUMA-GRILI.E  —  Si/e 
4x29'/"  and  4x11'/", 
with  'x"  extruded  alumi- 


PHONE 

TODAY 

1-2457 


»l.59. 


Orj  OfF  on 
Orders  of 
UK)  or  More 


HOME  IMPROVEMENT  DEALER 
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great  newt  (or  every  wideawake 
dealer.  Curvalum  Doert,  the  doert  that  contit* 
tently  produce  talei  and  meon  trouble-free  in- 
ttallatien  and  tervice  are  new  geared  for  higher 
production. 

Curvalum  it  happy  to  report  that  our  new 
and  larger  plant  it  now  in  full-twing  production 
—  and  our  fomout  one-piece  original  Circle  Head 
Door  and  tturdy,  dependable  Square  Doort  are 
new  retting  off  the  attembly  line. 

Write  ut  today  for  complete  information 
about  our  complete  aluminum  line: 

Circle  Head  and  Sf|uare  Doort, 
tcreen  porchet  and  tolariumt. 

A  FfW  DIAIIIIHIPS  OPIN  IN  lAICf  AIIAS. 


>  More  Attractive  Ads 

'  (Continued  from  Page  79) 

4.  Illustrate  your  ads;  show  the 
product  in  photo  or  drawing,  and 
show  it  in  use.  Don’t  be  afraid  to 
use  some  white  space;  you’re  pay¬ 
ing  for  it,  but  it  is  necessary  and 
enhances  the  attractive  appear¬ 
ance  of  your  ad. 

5.  U.se  a  harmonious  family  of 
types  —  in  a  variety  of  .^izes,  to 
give  your  ad  the  visual  “texture” 
that  relieves  monotony  and  sus¬ 
tains  interest. 

6.  Use  eye-catching  slogans  or 
leads  that  create  immediate  in¬ 
terest.  You  don’t  have  to  be  a 
genius  to  write  good  copy.  Re 
fresh,  be  original  —  write  as  if 
you  enjoyed  writing  —  be  brief, 
concentrate  on  your  selling  points 
—  and  you’ll  have  a  good  ad. 

Name  Prominent 


CURVALUM 


DOOR  MANUFACTURING  CO. 


15  PROSPECT  STREET,  HEWLETT,  L.  I.,  N.  Y. 


\ )  n  ( ' )'  1 1  i ^  Ih'sI  / ) )  I ' .s  .s  t ' 1. 1  1 1  i  >  1)1  i' s 

.A,,  w  KEYSTONE 

ALUMINUM  Storm-Screen 


m 


WINDOWS  &  DOORS 


Yas,  best  dratsad  but  most  important  .  .  .  homes 
will  be  more  comfortable  when  they're  equipped 
with  Keystone.  Your  customers  will  appreciate 
the  Quality  and  Features  of  Keystone  products. 


7.  Keep  your  name,  address  and 
phone  number  prominent. 

8.  By  all  means  make  a  free  offer 
of  some  kind  if  at  all  possible  —  a 
pamphlet,  a  booklet.  Include  a 
coupon. 

9.  If  your  service  includes  home 
demonstrations,  make  this  clear, 
and  be  sure  to  emphasize  the  fact 
that  a  home  demonstration  and 
estimate  is  free  —  placing  the  cus¬ 
tomer  under  no  obligation  to  buy. 

10.  Think  of  your  newspaper 
advertising  in  terms  of  sustained 
effort.  A  .series  of  smaller,  care¬ 
fully  planned  and  well  integrated 
ads  are  usually  of  much  more  value 
than  a  single,  large,  “splashy,” 
.sales  ad.  Repitition  is  important; 
it  keeps  your  name  before  the  pub¬ 
lic,  solidities  your  place  in  the  com¬ 
munity  and  indicates  your  desire 
for  the  permanent  loyalty  and  sus¬ 
tained  trade  of  regular  customers 
and  not  only  day  to  dav  traffic. 


New  and  Interesting 
Kitchen  Plans — 
Read  about  them  in  the 
lonuory 

BUILDING  SPECIALTIES 
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N.  J.  Dealer 

(Contimted  from  Page  56) 

tional  talent  you  do  not  often  find 
in  so  younjf  a  man. 

He  i.s  brinjfing  jalousies  up 
North  by  ea.sy  stages.  He  is  not 
rushing  things.  Following  the  same 
pattern  of  development  as  in  the 
South  five  or  six  years  ago  when 
Jalousies  began  coming  into  fa.sh- 
ion,  the  first  jalousies  are  going 
into  porches  and  bathrooms.  “And 
there  are  plenty  of  bathrooms!” 
Not  if,  but  when — according  to 
.Mr.  Hassold — homeowners  .see  how 
beautiful  they  are,  they’ll  be  clam¬ 
oring  to  have  their  kitchens  ja- 
lousied  and,  afterwards,  prime 
windows  and  doors.  He  is  also 
confident  that  architects,  builders 
and  contractors  will  be  including 
jalousies  in  their  con.struction  con¬ 
tracts  in  a  matter  of  a  few  years. 

There  is  no  doubt  in  his  mind: 

(.Continued  on  Page  82) 


♦ 

Extruded 

Aluminum 

Mouldings 


Complete  line  in  stock  for 
quick  delivery  and  service  in 
the  New  England  area. 

Highest  quality  material  and 
workmanship.  We  have  alumi¬ 
num  extrusions  to  meet  every 
requirement  plus  many  for 
new  and  unusual  applications. 


Coll,  Writ9,  or  Wiro 

I.  W.  BURNHAM 
DISTRIBUTING  CO.,  INC. 

125  Albany  St.  Boston  11,  Mass. 
Telephone:  HA  6-3577 


AfREK 


SCREEN  and  STORM  SASH 


the  EASIER  WAY  to  | 

moGBn  i 
TOOFITSf  I 


Cheek  these  advantages... 
WRITE  ...F^IRE...or 
PHONE  us  today 

Year  ’round  self-storing  tonscnienie. 

Screen  or  Morm  sash  raises  or  lowers  i«>  any 
level  insianlly  with  finger  pressure.  No 
levers,  latches,  catches,  ratchets  or  other 
operating  hardware. 

Rugged  frame  lip  fits  almost  all  douhle-hung 
primary  windows  with  no  spedal  installa¬ 
tion  work. 

All  sash  inserts  changed  from  inside  in  20 
seconds  or  less.  A  child  can  do  it. 


KasiesC  possible  installation  —  ideal  for  low 
cost  profit-boosting  "install  it  yourself"  sales 
direct  to  home-owners. 

Quick,  easy  re-glaring  or  re-screening. 


Quick,  easy  o|sening  at  any  time;  for  mop 
dusting,  sill  cleaning  or  other  access. 
Positive  interlock  at  meeting  rail. 

Rigid  permanent  extruded  aluminum  —  no 
maintenance  or  painting.  No  Icwks  or 
gadgets  to  get  out  of  order  —  service-free! 
No  fitting  problems  on  out-of-true  windows. 
Lowest  Kmukeci  -  IXtwn  prices  ft»r  all- 
weather  aluminum  screen  and  storm  sash  of 
comparable  quality. 

A  tried  and  prosed  window  in  every  detail 


DEALERS  .  .  .  K.  D.  OPERATORS  it)l’'RI'  IN  lU  SINKSS,  with  inaxiiiiuii, 

piofil  |Milt'iili.il  ,111(1  iiiiniinuin  iiicrsliiifiil  when  you  li.iiiclle  the  \IRLX 


I oiiihinalinii  scieen 
ti.nicliise  h.isis. 

dh  REX 

mBtm  417 


and  stoiin  window  (  hiiice 


tcMilories  acailalile  on  a 

Phene:  Walnut  1-1166 


487  BONHAM  AVI.,  COLUMBUS  3,  OHIO 


I  2>UH-  AfM. 

t 

I  2ioo4.  QfuUed, 


Get  oil  the  odvonced  fcoturei  ottered  by  the 
Dun-Mor  line  ot  grilles.  Cut  inventories  50%. 
You  need  stock  only  56"  widths  Exclusive 
ottaching  clips  permit  cutting  ott  ends  tor 
all  norrower  doors.  Send  sketch  ot  your  doors 
tor  tree  individual  suggestions. 

Pictured  is  6"  Push  Grille.  List  $2.95 


HEmlock  2709 

DUNCAN-MORRIS  CO. 

48  N.  Valley  St. 
AKRON  3,  OHIO 
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3  channel 

Wa 


’S 


mcofi 


100%  EXTRUDED  ALUMINUM 

3  CHANNEL 

combination 

SCREEN  &  STORM 


Writ9  for  liforofuro  and  dmtailt 


on  di$tributorthip  fronchiio  for 


JASCO  WINDOWS  and  DOOftS 


Patent  Pending 


JffillW  ALUMINUM  PRODUCTS 

CORPORATION 

2099  Jericho  Turnpike 
New  Hyde  Park,  L.  I.,  N,  Y. 

Telephone  Flelditone  7>8703 


SEND  FOR 
FR££  CATALOG 


Peerless  Grille  Co.  Niehtmgaie  s  3845 

8611  fostei  Avenue  BrooAlyn  36.  NY 


|i€l 

\-4 

1 

LJ 

1 

_  J 

-K 

New  headquarters  at  Gregg  Engineering  Ca.,  at  36-38  East  13th  St.,  Paterson,  N.  J. 
Structure  was  built  for  the  fabrication  and  distribution  of  V-Seal  Venetian  Windows. 
There  is  ample  parking  space  and  loading  facilities  to  speed  pick-ups  for  dealers  in 
eastern  U.  S. 


N.  J.  Dealer 

(Cniitiinicd  from  Paf/r  81) 

the  ordinary  window  will,  in  the 
not  too  di.stant  future,  be  as  obso¬ 
lete  as  the  covered  watron ;  they 
wll  all  be  rejilaced  by  jalousies. 
“Mark  my  words,  the.se  .southern 
jalousies  we’ve  adajited  for  cold 
climate  will  be  a  hot  item  up  here. 
I’m  .staking  my  life  on  jalousie-s — 
and  they  can’t  miss!’’ 


Aluminum  Awnings 

{ConfiHurd  from  Page  58) 

even  approached  insofar  as  .sales 
of  r(M))inK,  sidiiiR  and  insulation  to 
existing  homes  are  concerned.  But 
I  am  realistic  enough  to  imjiress 
u)H)n  you  the  fact  that  this  market 
is  disappearinjj  because,  as  I  ex¬ 
plained  earlier,  most  of  the  recent¬ 
ly  built  new  homes  already  include 
the.se  products.  So  unless  you  jret 
a  new  product,  the  future  for  your 
consumer  sales  force  is,  at  least, 
reduceable.  Aluminum  Awniiiffs 
will  frive  your  specialty  salesman 
a  shot  in  the  arm. 

Third,  unle.ss  you  take  on  a  new 
home  improvement  product,  you’re 
jfoinK  to  lose  your  hiKhly  trained 
home  consumer  specialty  .salesman 
to  tho.se  contractors  who  do.  And 
you  and  I  know  that  a  jrood  man 
now-a-days  is  hard  to  find. 

Fourth,  Aluminum  Awninjrs  are 


a  natural  complement  to  your  cur¬ 
rent  operations.  If  you  sell  insu¬ 
lation  for  home  comfort  from  the 
heat,  what  about  all  those  windows 
.  .  .  unle.ss  you  prevent  them  (with 
awnings)  from  becoming  heat  ra¬ 
diators,  your  customer  is  not  go¬ 
ing  to  be  too  happy.  Or,  if  you  .sell 
insulation  as  a  blanket  to  keep  the 
home  warm  and  the  fuel  bills  low. 
what  do  you  do  with  your  home 
consumer  force  in  the  spring  and 
summer?  If  they  sweat  it  out,  let 
’em,  I  .say,  eat  cake  during  this  off- 
.season  too,  by  selling  awnings.  And 
what  about  you,  roofers?  Do  you 
really  make  many  sales  after  the 
rainy  season  stops  and  the  sun 
shines  for  months  and  months? 
That’s  when  you  can  .sell  awnings. 

Fifth,  and  I’ve  deliberately  .saved 
this  as  the  last  of  my  special  rea¬ 
sons,  is  that  some  of  you  are  now 
thinking:  “Look  at  that  Easterner, 
doesn’t  he  know  that  we  don’t  need 
awnings  on  the  West  Coa.st?’’ 
Look,  Fellow  VV'^esterners,  I  think 
Aluminum  Awnings  are  a  “comer” 
for  the  West  Coast  and  I’d  like  to 
tell  you  why. 

Why  They  Buy 

In  the  Awning  A.ssociation  we’ve 
had  many  di.scu.ssions  on  the  real 
reason  that  cau.ses  home  owners  to 
buy  awnings.  Do  you  know  that 
five  out  of  the  six  officers  agree 
that  the  main  rea.son  is  appear¬ 
ance?  Nice,  bright,  clear,  sharp, 
unwrinkled  all  year  ’round  alumi¬ 
num  awnings  do  something  to  a 
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home.  Look  at  some  of  the  pictures 
displayed  in  the  bcwths  of  the  ex¬ 
hibition.  Clo.se  your  eyes  and  vi.s- 
ualize  these  homes  without  awn- 
injrs.  They  then  become  drab  as 
they  lo.se  that  sjjarkle. 

You  .say  this  is  awning  heresy< 
I  atrree  that  it’s  canvas  (or  should 
1  .say  cotton)  awninK  heresy.  A 
cotton  awning  goes  up  in  the 
Spring  ami  comes  down  in  the  h'all 
and  so  everyone  figures  that  awn¬ 
ings  are  used  to  protect  the  home 
from  the  summer  sun  .  .  .  did  you 
ever  think  that  one  of  the  real  rea- 
.sons  is  that  cotton  can’t  stand  a 
year-round  climate.  But  aluminum 
can. 

And  as  more  and  more  homes 
throughout  the  country  are  going 
to  appear  with  more  and  more 
aluminum  awnings,  the  impact 
will  be  felt  more  and  more  on  the 
West  Coast.  After  all,  Western 
homeowners  are  no  different  from 
Eastern  or  Mid-western  owners, 
(('iiiitiniud  <ni  Page  84) 


Ibec-O-Qrille . . .  AMERICA'S 
MOST  SMARTLY  STYLED 
ALUMINUM  DOOR  GRILLE 


INCREASES  YOUR  STORM  DOOR  SALES! 
Dec-O-Crilles  are  made  with  all 
the  CUSTOMER-CATCHING  features! 

•  Hand-wrought  by  ortHf-crofttmen  into  grocc- 
tul  designs. 

•  Mtrror-like  finish  is  plostic-cooted  for  pro¬ 
tection. 

•  Every  grille  is  constructed  of  the  finest  ex¬ 
truded  tempered  aluminum. 

•  80  NEW  designs  to  tit  oil  sixes  and  mokes 
of  doors. 

•  Custom  designs  to  order. 

•  Immediate  delivery  of  stock  designs  in  any 
quantity. 

SEE  EOR  YOURSELF! 

Send  for  our  NEW  1953  Illustrated  catalog 
and  sample  today  ! 

DEC-O-GRILLES,  INC. 

470  Pork  Ploce  Long  Beach,  N  Y. 

Phone  Long  Brack  6*1644 


PAINTING 
and  SHINGLING 

your  Customers  Want 

RENUIT 

rhe  OHI  tad  OHIY 

SPRAYED  ASBESTOS 

SIDEWALL  RE-SURFACER 

PROTECTS  •  BEAUTIFIES  •  INSULATES 
/4/lz^lced  <xh 

Clapboard  •  Wood  Shingles  •  Stucco  •  Cinder  Block 

9  BEAUTIFUL  COLORS 
10  YEAR  REPLACEMENT  GUARANTEE 


RE  NU  IT 


CORPORATION 


424  West  42d  St  ,  New  York  18  N  Y 
LOngocre  3-663  1 


CLASSIFIED  ADS  BRING  RESULTS! 

Need  a  sales  manager  or  salesman?  Want  installation  contractors?  Looking  for 
a  position  in  the  field?  Have  a  business  to  sell?  For  any  of  a  dozen  needs,  place 
your  classified  ad  in  BUILDING  SPECIALTIES!  It  really  brinc;s  results! 

Low  rates  arc  os  follows: 

25c  per  word  with  a  minimum  charge  of  $5. 

3  months  at  20c  per  word,  per  insertion. 

Send  Your  Ad  with  Check  or  Money  Order  to 
CLASSIFIED  DEPARTMENT 

BUILDING  SPECIALTIES  g 

425  Fourth  Avenue  New  York  16,  N.  Y? 


HOME  IMPROVEMENT  DEALER 


THE  RIGHT  COMBIHATIOH  FOR 


TwrMoflM  or*  Mw  orallabl*  in  N«w  J»n»r  and 
Nnw  Tork  far  Ika  NATIONAUY  ADVERTISED 

24)i4it/^  SeciA 

Estnidnd  Aluminum  Combination  Storm  Windows 

Who!  w  can  do  for  youl 

1.  Mate*  Prompt  Dnlivariet  from  Our  Assembly 
Plant  in  Poromus,  New  Jersey. 

2.  Measure  and  Install  Your  lobs  with  Factory 
Trained  Mechanics. 

3.  Give  You  More  Selling  Time  and  Inciecrse 
Your  Profits. 

4.  Furnish  Sales  Assistance  and  Promotional  Material. 


A  S«lf-Storiii9  A  Tr^l*  Action  A  Troubl*-Free 
REMEMBER  FOR  THE  RIGHT  COMBINATION  CALL  OR  WRITE 


MERIT  ALUMINUM  PRODUCTS,  INC. 

736  Rouie  17,  ParermuK,  N.  J.  ORadell  8  1600  •  Rldqewood  6  6S00 


wit/i  ROYALUM 

CURVED  and  SQUARE 
ALUMINUM  DOORS 

You  put  your  best  foot  forward  when 
you  sell  a  product  with  good  features 
that  spell  S-A-L-E-S  APPEAL. 


Aluminum  Awnings 

(CoHtiniud  from  Page  83) 

and  a.s  more  and  more  pictures  of 
“awninfred”  homes  appear  in  more 
and  more  shelter  magazines,  there 
w’ill  be  more  and  more  homeowners 
out  here  who  will  w'ant  to  improve 
the  sparkle  and  the  appearance  of 
their  home  with  aluminum  awnings 
— just  as  millions  of  their  fellow 
countrymen  are  doing. 

Let’s  not  forget  also  that  the 
whole  idea  of  outdoor  living  origi¬ 
nated  in  this  part  of  the  country. 
The  Ea.st  and  the  Middle  West  are 
now  building  patios  and  terraces 
at  a  great  rate,  but  they’re  mak¬ 
ing  life  on  them  more  pleasant  and 
attractive  by  adding  aluminum  ter¬ 
race  or  patio  covers  .  .  .  what  a 
big  market  for  this  there  is  on 
the  West.  W'hile  driving  along  the 
coast,  I  noticed  many  of  the  older 
and  newer  homes  with  lovely  pic¬ 
ture  windows  and  every  one  of 
them  had  Venetian  blinds  or  inside 
drapes  pulled  tightly  closed  in  or¬ 
der  to  protect  the  home  from  the 
glare  of  the  setting  sun.  Why  have 
a  lovely,  large  picture  window  if, 
at  the  nicest  time  of  day,  you  can¬ 
not  u.se  it?  Awnings  have  long 
been  used  to  cut  down  the  glare  and 
to  block  out  the  sun  without  block¬ 
ing  out  the  vision.  On  this  one 
reason  alone  the  Western  alumi¬ 
num  awning  market  can  be  de¬ 
veloped. 


Home  Show 

(Continnid  from  Png<  60) 

can  iH'come  customers  on  the  sjiot 
or  in  the  near  future. 

Shows  ore  imjiortant.  Of  equal 
importance  is  .selecting  the  shows 
that  will  reach  the  customers  you 
wish  to  .sell,  under.standing  the  way 
shows  operate,  and  knowing  the 
costs  involved  in  exhibiting.  Shows 
are  sponsored  by  trade  associa¬ 
tions  or  by  private  individuals 
who  make  a  business  of  promoting 
shows.  The  promoters  rent  an  ex¬ 
hibition  hall  or  hotel,  break  up  the 
area  into  numbered  booths,  and  fix 
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a  fee  for  booths  based  upon  size  ! 
and  location.  | 

Trade  events  such  as  forums, 
trade  meetings,  clinics,  etc.  are 
usually  run  in  conjunction  with 
the  show  to  meet  the  needs  of  the 
indu.stry  and  to  .stimulate  legiti¬ 
mate  interest  in  the  show. 

Hundreds  of  trade  and  home 
shows  of  every  description  are  held 
every  year  throughout  the  country. 
The  first  problem  is  to  find  out 
what  audience  they  are  directed  to, 
and  when  and  where  they  will  be 
held.  Trade  papers,  magazines,  and 
daily  new.spapers  announce  such 
show.s. 

Select  Show 

After  .selecting  the  shows  that 
cover  your  field  and  the  geographi¬ 
cal  .sales  area  you  wish  to  .sell  (in 
the  ca.se  of  regional  show.s),  the  i 
next  .step  is  to  write  for  the  lit¬ 
erature  de.scribing  the  .show.  It 
generally  defines  the  character  of 
the  show,  the  sponsors,  type  of  ex-  i 
hibitor.s,  diagram  of  booths,  cost  ; 
of  booths,  cost  of  extras  such  as 
chairs,  tables,  etc.  However  these 
questions  should  be  asked  when  re- 
<iue.sting  information : 

What  was  the  attendance  the 
previous  year?  Who  made  up  the 
attendance  (dealers?  jobbers? 
builders?  etc.)  and  in  what  pro¬ 
portions?  What  other  companies 
exhibited  la.st  year  and  the  year 
before?  Did  they  repeat?  It  may 
be  wise  to  contact  any  non-com¬ 
petitive  exhibitors  you  may  know, 
to  get  their  reaction  to  the  .show. 

By  following  the.se  .steps  you  will 
be  able  to  choose  those  shows  best 
suited  to  your  purpo.se. 

Having  .selected  the  show,  know¬ 
ing  the  audience  and  the  sizes  of 
the  available  booths,  how  are  you 
going  to  tell  your  company  and 
I)roduct  .story  in  an  exhibit?  You 
will  be  competing  with  many  other 
firms.  Therefore,  first  you  mu.st  I 
attract  attention  more  effectively 
than  other  exhibitors  by  lighting 
and  animation,  color,  and  func-  ' 
tional  creative  design.  .Secondly,  you 
mu.st  create  and  snutuin  interest 
{Continued  on  Pane  86)  j 


\  lDV(;!ili|ate  Alow  FHlI-Profil  Idvanlafes  on  ^ 

AIR  MASTER 


IMMEDIATE  DELIVERY 


MaU  Coupon  Today  for  full  Informotlon 


AIR  MASTER  CO. 

18th  &  Lehigh  Art.,  Philo  32,  Po 

Please  send  me  full  information  and  prices  on 
your  Cosement  Storm  Sash. 

NAME 

ADDRESS 


All-Aluminum,  Hinged 

CASEMENT  STORM  SASH 

•  I’V'  Dead  Air  Space  to  Control 
Condensation. 

•  Permanently  Installed. 

•  Positive  Weather -Stripping  Seal  — 
Prevents  Drafts  Through  Primary 
Windows. 

The  AIR  MASTER  extruded  aluminum 
storm  window  is  a  stock  item  manufac¬ 
tured  in  standard  sizes  and  is  avail¬ 
able  for  immediate  delivery.  Write  or 
phone  for  full  information. 


Air  Masfer  CO. 


18th  St.  at  LEHIGH  AVE. 
PHILADELPHIA  32,  PA. 

Phone:  BAldwin  3-7100 


*  * 

♦ 

* 

* 

♦ 

* 

* 

* 

* 

* 

* 

* 

* 

* 

* 

★ 
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The  "Juniper" 
TRIPLE  TRACK 

All  aluminum 
Combination 
Storm  &  Screen 
Window 

63ST-5  extruded  aluminum. 

U  Shape  telescoping  expander  sides 
and  sill. 

Automatic  odjustment  to  ony  prime 
frame. 

Automatic  weather  lock  tongue-in-groove 
TRACK  design  .  .  .  not  channel. 
Self-storing  inserts. 

Absolute  ventilation  control  from  top  or 
bottom. 

Inserts  raise  or  lower  to  any  position  .  .  . 
ond  STAY! 

All  aluminum  screening. 

NO  GADGETS 
.  .  .  JUST  EFFICIENCY! 
Easiest  Installation  ever! 
Service  call  backs  eliminated! 

It's  the  STAR  in  your 
sales  picture,  by  Juniper! 


ALUMINUM  PRODUCTS,  INC 

322-324  ELTON  STREET 
BROOKLYN  U,  N.  Y. 
TELEPHONE:  TAylor  7-3519 


HOME  IMPROVEMENT  DEALER 


85 


'^ardwareyspecialties 

c 


for 

MANUFACTURERS 

and 

DISTRIBUTORS 

of 

COMBINATION 
WINDOWS 
and  DOORS 


We  hove  been  supplying  speciot  hord 
wore  for  oil  types  of  combinotion  win 
dows  ond  doors  for  mony  yeors  ond 
hove  ossisted  in  the  design  of  the  prod 
ucts  of  this  industry 
As  consjitont  engineers  we  con  fu'iiish 
vou  with  COMPLETE  PROD’JCTION 
SET  UPS  for  your  new  pr'^duct,  build 
your  tools  ond  dies  ond  '»upply  you  with 
hordwore 


Ash  for  our  new  price  list!  Our  new 
production  methods  herve  enabled  us  to 
LOWER  OUR  PRICES  substontiollyf 


To  Our  Many 
Friends  and 
Customers 

Due  to  our  inability,  at  this 
time,  of  obtaining  larger 
amounts  of  extrusions,  we  ask 
the  kind  indulgence  of  the 
many  interested  dealers  in  our 
product,  the  Kenhern  Com¬ 
bination  Ali’minum  Storm 
Door. 

Until  .such  time  a.s  we  are  in 
position  to  supply  other  than 
our  pre.sent  dealers,  we  cannot 
add  new  customers  to  our  list 
of  satisfied  dealers. 

KENBERN  ALUMINUM 
PRODUaS 

Mimtifactiin-ii  by 

WEYL  A  GAHAGAN 
6640  Hamilton  Avenue 
Emerson  1-7007  Pittsbur|h  6,  Pa. 


Home  Show 

(Conti mud  from  /Vrr/e  85) 

by  developing  an  exhibit  that  ca¬ 
ters  to  the  needs  of  the  audience 
by  demonstrations,  and  sup|)lying 
specific  information  about  your 
company  or  .service.  Thirdly,  fell 
the  ntorjf  of  jtoiir  product  with  sim- 
plicity  and  clarity  by  doing  a  jiro- 
gr^^ssive  and  complete  job. 

(To  be  concluded  in  the  January  issue.) 


Managing  Business 

(Contimied  from  Pacfe  61 ) 

and  loss  statement  —  for  it  pro-  I 
vides  a  breakdown  for  your  “busi- 
ne.ss  dollar”  —  showing  the  pro¬ 
portion  of  each  sales  dollar  that 
is  going  for  goods  purchased,  for  | 
ex{)ense.s  and  the  amount  that  re¬ 
mains  a.s  operating  income. 

A  profit  and  lo.ss  .statement  can 
be  extremely  detailed,  or  very  j 
simple:  just  how  much  informa¬ 
tion  it  can  usefully  .•'upply  is  a 
matter  each  dealer  mu.st  decide  for 
himself.  In  general  jiractice,  it  is 
not  considered  particularly  u.seful, 
for  example,  to  extend  a  compari- 
.son  of  current  data  back  father 
than  two  jirevious  fiscal  periods. 

2.  A  monthly  balance  sheet.  This, 
of  course,  is  a  statement  of  a.s.sets 
and  liabilities.  It  .should  show  cur¬ 
rent,  fixed  and  other  a'-sets,  as  well 
as  current  and  fixed  liabilities,  and 
net  worth,  surpluses,  reserves, 
capital  stock  and  working  capital. 
A.s  in  the  profit  and  loss  statement, 
item  increases  and  decrea'^es  are 
of  more  value  if  expressed  in  terms 
of  percentages,  enabling  you  to 
note  the  direction  of  changes  and 
see  the  effects  on  financial  condi¬ 
tions  of  your  late.st  operations. 

3.  A  budget.  Budgeting  is  of 
great  importance,  for  not  only  will  , 
it  give  you  a  clo.ser  contact  with  ' 
the  e.s.sentials  of  your  business  | 
which  you  could  not  acquire  in  ! 
any  other  way,  but  will  also  help 


BAFFLES  BIRDS 

Deal  yourself  in  on  this 
profitable  service 
by  installing  NIXALITE 

ENDS  BIRD  SPAnER 


Wriia  for  illuttratad  ''Know  How" 


NIXALITE  SaNy' OF  AMERICA 

115  119  W.  3rd  St.  Davenport.  Iowa,  U  SA. 


seoson’s  greetings 


CALBAR  PAINT  end  VARNISH  CO. 

Philadelphia 

•  • 
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you  make  intelligent  and  well  con¬ 
sidered  decisions  so  necessary  in 
planniii)?  and  directinj;  business 
growth. 

With  a  budget  at  hand,  you  have 
an  easy  method  of  checking  results 
against  estimates,  of  coordinating 
operations,  of  using  resources  ef¬ 
fectively  with  costs  held  at  a 
minimum.  A  budget  is  a  real  tool 
of  efficient  management  because  it 
checks  unjustified  expansion;  each 
business  decision  proceeds  from  a 
consideration  of  real  facts  rather 
than  impulse,  “intuition,”  or  over¬ 
ambition  and  unchecked  enthu¬ 
siasm.  A  budget,  too.  is  of  value 
in  controlling  waste.  The  purpo.se 
for  which  each  dollar  is  s|M'nt  is 
well-considered  in  advance. 

A  budget  is  also  helpful  in  ad¬ 
justing  the  income  and  expen.se 
relationship,  keeping  a  proper  bal¬ 
ance  between  the  two.  It  acts  as 
a  guide  to  spending  and  a  check 
again.st  future  overspending. 

In  addition,  when  a  budget  and 
the  actual  results  of  the  budget- 
in-u.se  are  compared,  noting  di.s- 
crepancies,  efforts  can  be  directed 
to  the  weak  spots  efficiently,  and 
future  budgets  formulated  with 
more  accuracy. 

(To  be  concluded  in  the  February  issue.) 


B.  S.  Reporter 

{('ontitiiicd  froDi  Paf/c  62) 

After  a  luncheon  recess,  Me.ssrs. 
A.  J.  Karanda  and  Fo.ster  Thorpe, 
of  Aluminum  ('orporation  of  Amer¬ 
ica.  pre.sented  a  .sound  film  titled 
“This  is  Aluminum.”  The  picture 
was  a  graphic  history  of  the  mak¬ 
ing  of  aluminum  from  the  original 
mining  through  proce.ssing  and 
production  of  sheets,  rods  and 
ingots. 

Sydney  Rass,  president  of  Ba.ss  & 
Company,  Inc.,  Ja.sco’s  advertising 
agency,  pre.sented  an  ambitious  ad¬ 
vertising  and  sales  promotion  pro¬ 
gram  which  included  national  and 
local  advertising,  radio,  television 
and  direct  mail  promotions.  Mr. 
Bass  announced  that  Ja.sco  i)rod- 
(C'nitiiiKed  on  Pofft'  88) 


How  You  Can  Add  A  New  Profitable 
Department  To  Your  Present  Business  And 


Many  Dealers  Are  Now  Selling 


FIRE-LITE 


HOME  F  t  R  E 
ALARM  SYSTEMS 


Approved  For  F.  H.  A.  Financing 


Ev«ry  hommownmr  (people  whom  you  hov# 
sold  before  ond  new  prospects)#  ore  custo* 
mers  for  FIRE-IITE  Home  Fire  Alarm  Systems. 
Mony  dealers  in  your  field  are  now  making 
big  profits  with  FIRE-LITE  .  .  .  without  chang¬ 
ing  their  business  set-up.  without  a  lorge 
investment. 

Powerful,  Tested  Sales  Plan 
Clinches  Many  Sales  for  You! 


To  sell  the  homeowner  o  FIRE-LITE  System 
requires  only  the  use  of  our  soles-tested  plan 
and  a  small  demonstrotion.  It  will  close  soles 
for  you! 

FIRE-LITE  is  a  completely  wired  system 
throughout  the  house,  with  Li.L.  Approved 
Rote  of-Rise  Detectors,  detecting  fires  instantly 
in  every  room  in  the  house. 


Write  Today  for  an  Exclusive  Dealership! 


FIRE-LITE  ALARMS 


DEPT.  B  -  168  SHELTON  AVE. 
NEW  HAVEN,  CONN. 


PROTECTED 
TERRITORIES 
NOW  OPEN! 


STORM  WINDOWS  FOR 
METAL  CASEMENTS 

Check  your  advantages: 

•  Ciood  mark-up  on  every  sale. 

•  No  waiting.  Immediate  deliveries. 

•  Extremely  easy  installation. 

•  Full  territorial  protection  for  builders, 
contractors  and  installation  specialists. 


and  here’s  why  Caseco  are  so  easy  to  sell: 


1.  Invisible  protection — no  wide 
frame,  no  ugly  crossbars.  Triple 
strength  glass  requiring  no  metal 
frame.  Felt  seal  mounted  in  the 
channels. 

2.  Long  life  channels,  super  sturdy 
rustproof  metal.  Never  need  re¬ 
painting  or  rehnishing.  No  tricky 
gadgets  to  wear  out. 

3.  One  one-fourth  inch  sill — does 
not  interfere  with  roto  crank  for 
opening  window.  Metal  sill  can 
be  removed  without  any  tools — 
just  lift  out. 


4.  Easy  to  clean — merely  lift  glass  panels 
upward  to  remove.  Replace  same 
way.  No  hulk  or  excess  weight. 

5.  No  interference  with  opening  outside 
window  for  ventilation. 


For  full  informotion  and  ovoiloble  territories,  write; 

THE  B.  R.  GREENE  CONSTRUCTION  CO. 

3560  Easiarn  Avanu* 

Cincinnati  36,  Ohio 


HOME  IMPROVEMENT  DEALER 
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House  Markers  and\ 
Post  Lantern  Display 


TNfi  •ill  iacrtMc  yMir 
•tlllM  wwf  Md  add  at* 
traetivtam  ta  yaur  dm- 
ant  liaa. 

Thli  kaautlful  aya  catch- 
Int  diftdiay  •ill  da  yaur 
ccllint  far  yau.  It  •ill 
catch  tha  attaatiaa  af  yaur 
cuctamart.  and  •III  fiva 
your  aalaafnaa  additianal 
itaiaa  ta  aall. 


This  •andarful  dlialay 
cenaiati  af : 

1  Faur  faat  miniature 
lamp  paat  FREC 

16  Aciartcd  hauaa 
marliara  (8  daaifnc) 

2  Paul  Revara  paat 
lantarnc 

One  aach  af  tha  ahava 
itrma  ara  maunted  an  tha 
lamp  pact.  Tha  other  cat 
ic  far  yaur  ctack. 


Thic  pachaia  ditplay.  Ready  Ta  Be  Inctailad.  will 
ha  chipped  direct  from  factory  to  yau. 

Send  for  cpacial  doaler  price  llct  and  free  catalaf. 

RAYDON 

MANUFACTURING  COMPANY,  INC. 

1113  Main  Street 
Fitchburg,  Maitachusetts 


The  Longest  Lasting 

ALUMINUM  -  OmiNG 
SAW  BLADES 

At  The  Lowest  Price 

Now  being  used  by  many  KD 
operators  and  manufacturers  of 
aluminum  combination  windows 
and  doors. 

Available  at  only 


•  Hollow  Ground 

•  Standard  hole 

•  110  teeth  without  set 

•  Strong  and  rigid,  .083  gauge 

Sows  of  all  gougoi  and  lyp«>  for  metal  or 
wood.  30  day  delivery.  Blodei  reihorpened 
$1.33  plus  pottage. 

Write  to: 

Juliano’s  Aluminum-Cutting  Saw 
196  N.  Central  Avenue 
Valley  Stream,  N.  Y. 


B.  S.  Reporter 

(ConHnu.ed  from  Page  87) 

uct8  had  been  awarded  the  Good 
Housekeeping  Magazine’s  War¬ 
ranty  Seal. 


Ludmon  Jalousies 

{Continued  from  Page  62) 

month.s  of  exhaustive  laboratory 
testing  and  field  checking  of  instal¬ 
lations  before  a  decision  was 
reached. 

PrfKluction  line  .samples  of  the 
Ludman  Jalousie  and  Jalousie  Door 
were  sent  to  the  Institute.  After 
te.sting  the  Jalousie  and  Jalousie 
Door  for  stress  and  strain  factors 
in  the  laboratory,  a  field  team  of 
engineers  were  dispatched  to  check 
the  actual  northern  installations  of 
the  products  and  to  determine  their 
practicability  in  all  types  of 
weather. 

The  Institute  team  of  engineers 


Scon  Potash  Killed 

Sam  Potash  was  killed  on 
November  15th  in  an  automo¬ 
bile  accident  at  Ashley,  Ohio. 
Mr.  Potash  was  the  vice  pres¬ 
ident  and  one  of  the  principals 
of  Alumidor  Mfg.  Co.,  manu¬ 
facturers  of  aluminum  com¬ 
bination  doors  in  Struthers,  O. 
He  was  a  resident  of  Youngs 
town,  O.  Services  were  held  in 
St.  Ix)uis. 


talked  with  dealers  and  distribu¬ 
tors  anonymously  to  learn  what 
claims  were  made  for  the  product 
and  whether  or  not  tho.se  claims 
could  be  backed.  Northern  consum¬ 
ers  were  called  upon  by  this  field 
group  to  obtain  definite  and  first¬ 
hand  knowledge  of  consumer  satis¬ 
faction.  In  .spite  of  all  of  the  con¬ 
firmations  corresponding  to  the 
laboratory  tests,  the  Institute  re- 


REMARKABLE  CLOSE  OUT  I 

OF  THE  FINEST  COMBINATION  WINDOWS  I 

AT  I 

BELOW  MANUFACTURER'S  COST  | 

Because  of  changes  in  marketing  and  distribution  plans,  a  ^ 
leading  manufacturer  is  discontinuing  its  line  of  top  quality  ^ 
redwood  combination  storm  sash  and  screen  windows.  These  ^ 
units  may  be  purchased  at  a  cost  so  low  that  it  almost  seems 
ridiculous,  but  this  manufacturer  is  more  interested  in  clearing  g 
his  warehouses  than  in  realizing  a  profit.  If  interested  in  con¬ 
tinued  operation,  this  manufacturer  will  sell  at  below  cost  all  ^ 
dies  and  tools  necessary  for  further  production.  For  prices  and  ^ 
further  information  write  at  once. 

Box  No.  379 

BUILDING  SPECIALTIES  & 

Home  Improvement  Dealer 
425  FOURTH  AVENUE 
NEW  YORK  15,  N.  Y. 
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quires  a  manufacturer  to  guaran¬ 
tee  in  writing  full  responsibility 
for  products  and  installations. 

And  before  the  final  approval  is 
made,  close  scrutiny  of  all  adver¬ 
tising  material  is  made  to  screen 
any  claims  by  the  manufacturer, 
for  the  Seal  certifies  all  claims  are 
true  as  determined  by  the  Institute. 

*  «  « 

F.  A.  Pilgrim  Co.  Opens  New 
Factory  In  Youngstown 

The  F.  A.  Pilgrim  Company  an¬ 
nounces  the  opening  of  a  new  fac¬ 
tory  and  office,  located  in  Youngs-  i 
town,  Ohio,  for  the  manufacturing 
and  distribution  of  the  Pilgrim 
Aluminum  Storm  Door. 

The  new  factory  offers  approxi¬ 
mately  10,000  square  feet  of  floor 
space  to  handle  Pilgrim  Storm 
Doors  and  Screens. 

-w 

New  Products 

(Continiu'd  front  Page  57) 

The  new  prcxluct  is  also  used  for 
door  lx)ttoms  as  well  as  for  the 
tops  and  sides,  providing  an  effi¬ 
cient  .seal  all  the  way  around.  Un¬ 
like  side  strip.s,  however,  the  bot¬ 
tom  strip  is  channel-shaped  and 
slips  onto  the  under  side  of  the 
door  where  it  is  held  tightly  in 
place  by  the  spring  tension  of  its 
upright  sides. 

Windows  can  al.so  be  weather- 
stripped  with  Kel-eez  by  cutting 
lengths  of  .strip  to  size  with  tin 
snips.  In  some  ca.ses,  such  as  with 
small  windows,  the  product  has 
even  eliminated  the  need  for  .sash 
weights,  the  manufacturer  .says. 

Packaged  in  .sets  for  all  standard¬ 
sized  doors,  Kel-eez  can  al.so  be  pur¬ 
chased  in  three  and  four  foot 
lengths  for  windows. 

I  What  You  Ought  To 
Know  About  Sprayed 
Mastic  Re-surfacer. 

Begin  this  authoritative 
series  in  the  January  | 

BUILDING  SPECIALTIES  i 


Famous 


^pekmaJlmuL 


Shower  Enclosures 


Cosh  in  on  the  skyrocketing  demand  for 
more  beautiful,  more  practical  both- 
’■ooms!  Permalume  shower  enclosures  fit 
any  bathtub,  any  size  shower  opening. 


Installation?  Simple! 

Fast  and  fool  proof  installation  is  a  cinch* 
Tub  enclosures  install  with  S-18  Mastic  we 
provide  —  no  drilling  on  tub  or  wall,  no 
special  equipment  or  mechonicol  know-how 
needed* 


They're  priced  to  sell  to  every  home- 
owner,  regardless  of  budget,  and 
there's  a  generous  discount  for  you! 


Of  AMCRICA 


973  ftecMre*  Street,  N.  t. 


Write  now  for  details! 


INCREASE  SALES  WITH 


Bondstone 


H.-t  I'  >  l'..i  oil 


3 


Exclusive  Territories  Open 
For  Qualified  Dealers 

Bondstone 


Hw  u  *  e»  Orr 


imco  Cement  Products,  Inc. 
Shomokin,  Pa. 


a 


HOME  IMPROVEMENT  DEALER 
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A 

A.  &  B.  Mf({.  Co .  33 

AdaniN  ANHocialeH,  Inc.,  F'rank  K...  7H 

Air  Maater  (’o .  S.'S 

Aladdin  Mfg.  Co .  34 

All-Time  MfK.  Co.,  'nc . 

.Aluma  Kraft  MfK.  Co .  IH 

Alumatir  Corp.  of  America 

71,  Bark  Cover 

Aluminum  FabriratinK  Co.  of  Pitta- 

burKh  . .' .  6 

Aluminum  SpecialtieN  Co .  79 

Andrea  MfK.  Corp .  6H 

Arrow  Metal  Products  Corp .  2 

B 

B  &  a  Sales  Co .  71 

Barnhart  Co.,  The  .A.  W .  12 

Binks  MfK.  Co .  21 

BuildinK  .Specialties  .  30 

Burnham  IlistrihutinK  Co.,  Inc.,  I.M'.  HI 
C 

Calbar  Paint  &  Varnish  Co .  86 

Campbell  Sash  Works,  The .  67 

Carbiozite  Protective  CoatinKs,  Inc..  31 

Childers  MfK.  Co .  7 

Clearview  l,oi|vec  Window  Co .  3.7 

Compo-Miracle  PrtHlurls  Co .  .30 

Conneaut  Rubber  &  Plastics  Co .  32 

Corson  MfK.  Co.,  Ben .  22 

Curvalum  Door  MfK.  Co .  80 

1) 

Dallas  Iron  &  Wire  Works,  Inc .  38 

Dec-0-(lrilles.  Inc .  83 

Duncan-Morris  Co .  81 

Duro  Mfa.  Co .  69 

Dustite  Products  Co .  66 

K 

KIIwimhI  Aluminum  Co.,  Inc.,  The.  ...  6.7 

KImonI  MfK.  Co .  70 

Kmco  Cement  Products,  Inc .  89 

Kxirusion  Sales  Co .  72 

F 

Fealher-I.ite  MfK.  f'o .  19 

Federal  Screen  &  Sash  Co .  61 

Fire-1. ite  .Alarms  .  87 

G 

tieneral  .Screen  and  Sash.  Inc......  78 

Graef  Storm  W  indow  Co .  38 

Grant  Metal  MfK.  Co..  Inc.,  G .  86 

Greene  Construction  ('o..  The  B.  It..  .  87 

(Juildcrest  Co.,  The .  79 

II 

Hess  ManufaclurinK  I'o .  23 

Homestead  MIk.  Co .  9 

I 

Illinois  Aluminum  Products  Co .  13 

Industrial  Steels,  Inc .  70 

J 

Jamaica  Sash  &  l)(N>r  Co .  70 

Jasco  .Aluminum  Pritducts  Corp .  82 

Juliano  .Aluminum  CuttinK  Saw  Shop  88 

Juniper .  8.7 

K 

Kaufman  Company  .  29 

Kessler  Products  Co .  10 

Keystone  .Alloys  Co .  80 

Kiefer  ManufacturinK  t'o .  100 

I. 

Little-Beaver  .MfK..  ('o..  The .  7.7 

l.udman  Corp . 26-27 


M 

Master  Fabricators,  Inc .  68 

McDermott  Metals  Co .  80 

Merit  Aluminum  Products.  Inc .  84 

Metal  Tile  Products,  Inc .  .30 

Modernview,  Inc.  .  7 

.Moloney  Company,  The .  11 

Mort  Company  .  77 

Nash  ManufacturinK  Co .  41 

National  Heather  Stone,  Inc .  42 

Nixalite  Company  of  .America .  86 

O 

Ohio  Can  &  Crown  Co .  24 

Old  Quaker  Paint  Co .  55 

Orchard  Bros.,  Inc .  14 

P 

Paralastic  Products  Co .  12 

Paramount  .Aluminum  Pr  'i-t 

Corp .  4 

Parmco.  Inc .  16 

Peerless  Grille  Co .  82 

PilKrim  Co..  F.  A .  67 

Protectalum,  Inc .  74 

Pro-Tect-l' -Jalousie  Corp .  2 

Q 

Queens  Tool  KnuineerinK  &  MfK-  Co.  78 

K 

Itaydon  MfK.  Co..  Inc .  88 

IteminKton  Aluminum  Window-  Corp.  .39 

He-Nu-Il  Corp .  83 

Rex  Windows  .  81 

ItoloKlass  Kquipment  t'o..  Inc .  12 

ItoofinK.  SidinK  &  BuildinK  Special¬ 
ties  Manual .  22 

Rpyalum  MfK-  C« .  84 

S 

Scott  Windows  .  69 

Shower  Door  of  .America .  89 

Storm  .Master  Corp.  of  Baltimore.  .  3 

Storm  Window  of  .Aluminum.  Inc...  77 

StrinKer  Co.,  .A.  II .  71 

Sun-.Sash  Company .  11 

1' 

Tennessee  FabricatinK  Co .  .36 

TrimedKe.  Inc .  12 

Trip- Lex  .  7.3 

V 

Cnion  .Aluminum  Co.,  Inc .  13 

Cniversal  Fabricators  .  32 

V 

A’-Seal  Corporation  .  "3 

A’ulcan  Metal  Products  Co .  .37 

W 

Wallace.  Don  .  73 

Warner  MfK.  Co .  20 

Weather-Proof  Co..  The .  17 

Weather- W’ise  W'indows,  Inc .  8 

Weil.  Fred .  74 

Wevl-tiehaKan  .  86 

Williams  Lumber  &  MfK.  Co .  76 

Wilson  MfK.  Co..  L.  S .  75 

Winstrom  MfK-  Co .  66 

W'insulite  MfK.  Co .  .34 

Win-Sum  Window  Corp .  76 

AVurdack  Chemical  Co .  72 

V 

A’ounKstown  Industries,  Inc .  28 


CLASSIFIED  ADVERTISING 

Under  thU  beading  cloeiiiied  adverlleemenU 
are  accepted  at  the  Uniterm  rale  ol  25  cente 
a  word,  but  no  advertisement  taken  lor  less 
than  20  words  with  a  minimum  charge  ol 
tS.OO;  3  months  at  20c  per  word  per  insertion. 
Check  or  Money  Order  must  accompany  copy 
oi  Classiiied  Ad.  Advertisements  soliciting  deal¬ 
ers  or  distributors,  or  new  products  ior  sale,  not 
accepted  in  classiiied  section.  Address  all  com¬ 
munications  to  Classified  Department.  BUILD¬ 
ING  SPECIALTIES.  425  Fourth  Avenue.  New 
York  16.  N.  Y. 


SlTl'ATIONS  W  ANTED 


S.M.KS  .\I.\.\.\(iKK  WITH  l.S  year-  ..I  CKlK-ricncc 
in  <liNtributD»n  uf  aUiniimim  windows. 

roiiftiiK.  siding  and  insulation  in  New  Knt{l^tid  dc 
sires  a  |)ro}M»sition  with  aliinnnnm  wdIiiow  distribu¬ 
tor  on  profit  sharing  basis.  I  have  a  retail  sales  or 
Kani/ation  Avith  lar>rt‘  sale"  volume  reconl.  New 
F'nKlant!  territor>  preferred.  Write  Box  .^78. 

MIIMIINCJ  SPK.nAI/riKS  \  IKfMK  IM 
I’ROVKMKNT  DFAI.KR.  4J.S  Fourth  .XveiuJe.  NeiA 
York  16,  New  York. 


HELP  WANTED 


STORM  W  INOOVN  MA(  IIIMST  Foreman.  New 
Conipaiiy  startintf  mannfarturinK  ni  Island. 

.Must  have  Al  Machinist  ainl  al»ilit>  to  suiiervise. 
(ommI  future  for  right  mail,  (nve  past  experience. 
All  conh.lential.  Bt.x  m,  Bni.llINC;  SI'ETIAT 
TIKS  &  HOMK.  I.MPROVF.MKNT  DKAI.KR,  4’5 
I'ourth  Avenue.  .New  ^’o^k  16.  N'. 


STOR.M  DOORS  K  WINDOWS  lea.lins  nati<inal 
manufacturer  of  ali-ahiminuni  combination  H<H>rs 
and  windows  seeks  aggres  ive  salesmen  with  execu 
tive  initiative  to  open  and  service  dealerships.  Only 
high  ty|»e.  com|H*tent  indivitluals  wanted.  Remunera¬ 
tion  according  to  ability  by  salary  an>l/or  commis¬ 
sion.  Replies  held  in  strictest  confidence.  Write 
Box  m),  Bl  lTDINt;  STFCIAI.TIKS  &  HOME 
I.MPROVFMKNT  DKAI.KR.  42'  Fourth  Ave., 
New  York  16.  N.  Y. 


SALESMAN  CAI.LINt;  ON  Manufacturers  & 
KD  Operators  to  represent  .Manufacturer  of  Win¬ 
dow  &  Door  Hardware.  Commission  basis  unless 
you  have  other  preference  which  we  can  discuss. 
This  outfit  s(>ecializes  in  meeting  all  inquiries  ft 
requirements  with  prompt  service.  Leads  furnished 
Box  #376,  Budding  Sjiecialties,  425  Fourth  Ave., 
New  York  16.  N.  Y. 


WANTED  ALI  MINCM  WINDOW  salesman  for 
West  Coast.  leading  manufacturer  of  aluminum 
prime  windows  firmly  established  in  business  on 
VWst  C'oast  wants  experienced  salesman  to  head  up 
sales  in  this  territory.  Excellent  opportunity  for 
right  man.  Give  full  particular*  about  yourself 
when  answering.  Box  372,  BUILDING  SPECIAL¬ 
TIES.  425  4th  Ave.,  New  York  16.  N.  V.  tf 


WANTED  SAI.ESMEN  TO  sell  Venetian  blinds 
(*ood  opportunity,  manufacturer  will  tram  you  and 
etjuip  you  with  samples  and  sales  data.  New  York. 
New  Jersey,  Connecticut  and  Pennsylvania  terri¬ 
tories  Write  B*»x  .367.  Ruildinc  Specialties,  425 
Fourth  Ave..  Neiv  York  16,  N.  Y. 


ONE  ()K  THE  major  producers  of  extruded  flexi¬ 
ble  splines,  glazing  channel*,  weatherstrips,  etc, 
w^ishe*  to  appoint  «ale«  rep*.  Territories  other  than 
New  England  and  New  V’ork  open.  Prefer  men 
who  are  now  calling  on  window  and  screen  manu¬ 
facturers.  Write  at  once  to  Box  .368.  Building 
Specialties.  425  Fourth  Ave  .  NVav  York  16.  N.  Y. 


MISC’ELLANEOrs 


\\.\NTKD  LOW  PRI(  KD  Aluminum  Storm  Doors 
that  we  can  "ell  our  dealers.  contract'’r  buyer".  Send 
prices,  literature.  Bakcr\.  Malone.  N  Y. 
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PORATION  OF  AMERICA 

5.  56th  St.,  Milwaukee  14,  Wis. 


Assertib/y  Plan!  Paterson,  New  Jersf^y 


Aluminum  Bldg.  Products  Co.,  Ltd 
Windsor,  Ontario 


Watch  for  Alumatic's 
sensational  New  Pro¬ 
ducts  announcements 
for  1953! 


can  be 


Because 
Alumatic  has 
what  it  takes 
to  make  you 
^  successful! 


successful 


In  every  industry  there  is  one  firm  that  stands  out  above  the 
others.  Alumatic  is  such  a  firm  —  one  of  the  nation’s  oldest 
manufacturers  of  COMBINATION  WINDOWS  AND  DOORS  and 
allied  produas.  It's  the  number  one  leader  in  America’s  fastest 
growing  industry. 

HIRrt  WNT  ALUMATIC  CAN  MAKI  YOU  SUCCISSFULl 

1.  Products  nationally  advertised 

2.  Technical  and  sales  help  for  dealers 

3.  Advertising  and  sales  promotion  aid 

4.  A  complete  top  quality  line 

5.  Products  are  guaranteed  in  writing 

6.  A  company  that  is  "here  to  stay’’ 

7.  Financially  sound 

8.  Progressive 

9.  Products  bear  the  Good  Housekeeping  Seal 

When  you  consider  tying  your  fortunes  and  your  ability  to  a  ^H||H 
supplier,  it  is  a  decision  that  merits  serious  consideration.  A  life- 
time  is  too  short  to  make  mistakes  —  however,  the  right  decision 
can  be  your  great  opportunity! 

this  coupon  todoy.insure  your  business  future/ 


UUQfQDltOd  by^- 
0—6 


CORPORATION  OF  AMERICA 

2081  $.  S6lh  St.,  Milwaukt*  14,  Wi<. 


complete  information, 
only  the  ROV'AL  door. 


We’ll  be  hete  tomonow  fe  beck  up  wbef  we  sell  todsyl 


